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CONTRACT DIRECT WITH THE 
HOME OFFICE 


An old organization with a new plan now wants an 
agent in every city over 10,000 population. 
for the first time an exclusive agency in the following 


cities: 
Iinols 

Aurora 

Cicero 
Decatur 

East St. Louis 
Joliet 
Rockford 


The Inter-State is the only organization insuring 
only business and professional men for loss from ac- 


Wisconsin * Missouri 

Milwaukee} St. Joseph 

Racins 8t. Louis 

Superior 

Madisox oe 

ty 

Kansas 

Wichita New Hampshire ms 

Topeka Coneord 
Manchester 
Nashua 


cident or sickness.”; 


Write the Home Office for’ particulars 


INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 


Brown Hotel Building 
DES:{MOINES, IOWA 


ERNEST W. BROWN, Sec’y-Tress. 


Premium Rates—The Lowest 
Policy..Forms—None Superior 


eee |e | 





wanes Te Tes 








ty) 


UT 





Single Coples 26 Cents 








A Big Boom in Business 


New business written during recent months 
is DOUBLE the same period of last year. 


A POPULAR POLICY that gets the at- 
tention of the insurance buying public 


AND 


BIG COMMISSIONS that make it worth- 
while to the salesman are the reasons for 
the increase. 


Specimen Rate 
Age’ 35—$16.30 per $1,000. 
Important districts;open in Western Michi- 


gan, ‘Northeastern and Eastern Indiana, 
Portions of Missouri and Kansas. 


National Life Association 


Des Moines Iowa 
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STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE $8 CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 
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AINTER-SOUTHERN UFE BUILDING 


THE INTER-SOUTHERN LIFE INSURANCE CO. 
LOUISVILLE, KENTUCKY 
JAMES R. DUFFIN, President 


is a good Company 
CLEAN — STRONG — PROGRESSIVE 
Over $85,000,000 of business in force 











AMERICAN 
SURETY 
COMPANY 

of NEW YORK 


enonn’s Me 100 BROADWAY 


Fidelity and Surety Bonds Burglary Insurance 
Check Forgery and Alteration Insurance 














PAN-AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 
CRAWFORD H. ELLIS, President 


Net Admitted Assets, December 31, 
$11,171,260.67 


21,305,237.00 
90,759,578.00 


New Insurance Paid for 1922 
Paid for Insurance in Force Decem= 
ber 31, 1922 


The Pan-American writes a complete line of Acci- 
dent and Health policies which are modern and up- 
to-date in every respect. Our Substandard Depart- 
ment has broadened our already excellent service to 
our agency organization. We wish to establish ten new 
general agencies. If you are interested write to us. 


Address: E. G. SIMMONS, Vice-President and 
General Manager, New Orleans, U. S. A. 











INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies 
from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually 
or quarterly, 
and 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1922. 


$ 32,633,933 .05 
28,512,821 .56 
4,121,111 .55 
230,322,163 .00 
2,331,155 .50 


$30,051,860 .92 
JOHN G. WALKER, President. 





Capital and Surplus 

Insurance in Force 

Payments to Policyholders 

Total Payments to Policyholders since Organ- 
ization 
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FEATURES IN THIS ISSUE 





Separation In Kansas 
Life Insurance Results 
““Observer’’ Writes Again 
1923 Agency Business 





Making of the Fire Insurance Rate 
By E. R. Hardy 

How One Man’s Problem Was Solved 
By Minor Morton 








STATUS OF INSURANCE IN MISSISSIPPI 


Rate Making There Reverts to Methods of Pioneer Days-- 
Legislation Planned 


HE Mississippi Legislature convenes in regu- 
lar biennial present 
week and, owing to that fact, the State 
comes to the fore again in underwriting 
circles. Several number 
of the companies who were defendants in 
the anti-compact suit filed in December, 
1920, by Stokes V. 

Agent, re-entered the State, or entered subsidiary companies. 
An orgy of rate-cutting ensued. The companies were con- 
victed under the suit who used the old tariffs of the Mississippi 
Advisory Rating and Inspection Bureau, and for this reason 
companies now operating in the State have felt that it would 
be unwise to use the old tariffs as a guide. Many of the com- 
panies have instructed their agents to make the rate on each 
risk, relying on the agent’s judgment and experience. Agents 
would necessarily differ in judgment, this difference in opinion 
affording an excuse for rate cutting. 

It is well known in the State that an effort will be made to 
introduce a rating bill. In fact, several such bills have been 
drafted. The bill passed by the 1922 legislature was held 
by Governor Russell, who goes out of office January 21. Un- 
der the law, he will have to take action on it within three days 
after the present legislature convenes, or it will become law 
without his signature. It is generally thought that he will veto 
the measure, and that friends of the insurance interests will 
then introduce a bill patterned closely after the present Arkan- 
sas law, which bases rates on the actual experience of the com- 
panies in that State over five-year periods, and limits under- 
writing profits to five per cent. 


session during the 


months 


ago, a 


Robertson, Revenue 


Ilowever, the Mississippi Association of Insurance Agents 
is known to favor a bill which would create a rating bureau, 
requiring all companies, stock, mutual and reciprocal, to join 
the bureau and promulgate rates. Such a bill would prohibit 
anti-discrimination, and would give the Insurance Commissioner 
the power to review rates. Appeals from his decisions could 
be taken to the Circuit Court of Hinds County, Mississippi, if 
it becomes law. 

There is a strong sentiment in Mississippi favoring the en- 
actment of some law which will make it safe for the companies 
to operate in the State without jeopardizing their premiums 
under the old anti-compact statute, and it is sincerely hoped by 
the underwriting interests that some such law may be passed. 

The insurance fraternity will also learn with interest that 
Lee M. Russell, the retiring governor, will probably decline 
to approve the bond offered by Insurance Commissioner T. M. 
Henry, who was re-elected to office last summer, after Russell 
and Revenue Agent Robertson had tried in vain to oust him 
from office. Just what turn the case will take is uncertain at 
this time, but friends of Commissioner Henry declare that he 
has no intention of giving up the office to which he was elected, 
and that Russell’s efforts to oust him will be unsuccessful. 
Russell, it is stated, intends to appoint Excell Coody, a politi- 
cal friend of his, whom he named Commissioner eighteen 
months ago, when he declared Commissioner Henry’s office 
vacant because of alleged irregularities. Commissioner Henry 
took the case to the courts, and was sustained, so that Russell 
and Coody were at that time unsuccessful in their efforts to 
wrest the office from him. 
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\ JITH the exception of one or two references in regard 

to marine insurance, which was placed in Great Britain, 

there is scarcely a reference to the subject until we 

get down to the eighteenth century. No movement earlier 

than one in Charleston, S. C., has been found and that is set 

forth on page 16 of The Charleston Museum Quarterly, Volume 
I, No. 1, 1923. The reference to insurance reads as follows: 

“The question of insurance had become a matter of interest 
in Charleston as early as 1731-32. The South Carolina Gazette 
(Charleston, S. C.), for January 15-22, 1731-32, published the 
following extract from a letter written by a gentleman in 
London to a friend in Carolina: ‘“‘According to thy request, 
I have been at several of the Fire-Offices, and showed them what 
thou wrote in relation to their making Insurance on Houses 
&c in Carolina and had for Answer, that they had divers times 
Proposals of the like nature from New York, New England 
&c., but that they had never given the least Encouragement, to 
any, to expect they would comply (no Probability as their Char- 
ter extended only to Great Briton and Ireland). In the same 
number of the Gazette there is a notice of a meeting to be held 
at the house of Mr. (Gig)nilliat to consider the matter of es- 
tablishing an “Insurance office against Fire.” 

The Gazette for November 8-15, 1735, has an advertise- 
ment to the effect that “there was one Day last week a Meet- 
ing of several of the Freeholders of this Town, who then entered 
into an agreement to form themselves into a Friendly Society 
for a mutual insuring of their Houses against Fire,” and in the 
issue of December 6-13 all gentlemen wishing to enter this 
Society are requested to meet at the home of Captain William 
Pinckney on the Bay, Tuesday the 9th. The Society was or- 


ganized on February 3, 1736, and John Fenwick, Samuel 
Wragg, and Charles Pinckney were chosen Directors; John 


Gabriel Manigault, 
lire 


Crokat and Henry Peronneau. Merchants; 
and Gereit Van Velesen and 


in South 


John Laurens, 
Carolina under 


Treasurer ; 
Masters. General Edward McCrady, 
Royal Government, says that this was the first fire insurance 
company organized in America. 

Nothing further is known about this early movement but a 
story, not too well founded, that it survived for some eighteen 
years and then passed out of existence, due to a severe fire in 
Charleston. 

THE PHILADELPHIA CONTRIBUTIONSHIP FOR THE INSURANCE 
oF Houses FROM Loss By FIRE 

Real insurance history begins with this Company, which 

vas organized in 1752 at Philadelphia, Pa. It has the dis- 

tinguished honor of numbering among its founders Benjamin 

Franklin, though its active conduct has been very largely in 

the hands of gentlemen who bore and bear the name of Smith. 

At its centennial anniversary in 1852 a very compre- 


hensive address was delivered and from that address the fol- 





THE MAKING OF THE FIRE INSURANCE RATE 


Ldward Pf. Lardy, isi stant Manager; New York Fire Insurance Fxchange~ 
Ninth Article 


The Beginnings of Insurance 







lowing extracts are taken because they bear directly upon the 
question of rates at that time, the last sentence giving the aver- 
age rate for all the property insured at the end of the first year 
of the company’s existence. 

“This want of statistics to regulate fire insurance premiums, 
may account in part for its not being introduced as soon as it 
was thought to be expedient, and may also account for the 
nature of the first association for this purpose that I will 
some degree 
insured 


and which was in 
the insurers and the 


presently mention to you, 
independent of statistics, as 
were the same persons. 


‘SurRvEY No. I. 
oy A ae | 


June 1, 1752 
John 


‘Surveyed 
At the 
house on the east side of 


Smith, Merchant, his dwelling- 
King Street, between Mulberry 
40 feet deep, brick, 9 inch 
plaistered partitions, open 


request of 


330 feet front, 
height, 


and Sassafras, 


party walls, 3 storys in 


penthouses with board ceilings, gar- 


painted brick kitchen, 2 storys in 
shelves, 


Newel bracket stairs, 


rets finished, 3 storys, 


height, 15 ft. 9 front, 19 ft. 6 deep, -dresser, 
wainscot closet fronts, 

Shingling 1 
We judge the above house and kitchen to be worth £1009. 


Jos. Fox, 


5 worn. 


Samuel Rhoads. 
£500. (a 20S. per ct. ) 
(He proposeth to assure five hundred pounds hereon. )’ 
“The original principles of this Company, Mr. Chairman, 
were these: 

1. The policy of insurance for seven years. 
2. The premium was neither a rate payable annually, nor 
for the entire term of seven years, but was the deposit of a 
sum, the use of interest of which during the policy belonged to 
the Company ; and so it continues to this day. 
3. The risk of all fires was assumed, without any exception 
rebellion, civil 


of public enemies, military or usurped power, 


commotion or riot; and so it continues. 

1. The property insured was protected during the term 
against any number of not total, without reducing the 
amount insured on the premises or impairing the deposit. In 
case of destruction from the first floor upwards at any time, the 
Company had an option to pay the whole insurance, and so end 
the policy ; or to rebuild, the policy continuing in force ; and how 
often soever the destruction by fire, and the rebuilding might 
take place during the term, the policy continued in force, and 
the deposit unimpaired. And so it continues. 

5. The payment of the deposit, the acceptance of the policy, 
and the signature of the deed of settlement, made the assured 
a member of the Company, and a party to all the articles in the 

(Continued on page 9) 
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SPLITTING HAIRS ON THE 
SEPARATION ISSUE 

HIE reply of C. H. Yunker, president 

of the Western Bureau, 
to a letter recently issued by Vice-Presi- 
dent C. A. Ludlum, of the Home Insur- 
ance Company, to the agents of that com- 
pany, has some unfortunate aspects which 


Insurance 


do not appear on its face and can only 
be developed by close study of both let- 
ters, together with the reports of the 
Chicago the Na- 
tional Association of Insurance Agents, 
the Western Union and the Western In- 
Mr. Ludlum states in 
his letter the following: 


conference between 


surance Bureau. 

One of the planks of the agents’ platform 
asserted the impropriety of companies paying, 
or agents accepting, different rates of commis- 
sions in the same agency. That was not as- 
sented to and is not followed by the Bureau and 
its members. . 

Mr. Yunker answers 
the letter by making a definite statement 
to the effect that the Bureau accepted 
the agents’ plan without reservation, and 
a quotation is made from the minutes of 
the Chicago conference to prove that as- 
Mr. Yunker then goes on to 


this section of 


sertion. 
say : 

The Bureau, at the Chicago Conference, did 
agree to the principle of uniform commissions 
in mixed agencies, but emphatically and abso- 
lutely refused to join with the Union in a 
separation campaign against non-affiliated com- 
panies represented in such agencies. 


Reference should be made at this point 


to the proposal submitted by the agents 
to bring out the now famous principle 
enunciated by them: 


We believe it is a bad practice for companies 
to pay or for agents to accept differential com- 
missions in the same agency. 

It now becomes evident that the Union 
and Bureau are split, not on a principle, 
but rather upon the enforcement of that 
principle. Both organizations agreed to 
the principle just quoted, but the Union 
was, and still is, determined to enforce 
it. This the Bureau is obviously unwill- 
ing to do. (Of course, it is true that the 
Union, during all the years that the con- 
ference agreement was in force, did not 
enforce this principle with respect to non- 
affliated companies any more than the 
did. ) 
somewhat obscured, has been forced upon 
the insurance public by the study which 
might be expected to follow a letter of 
so controversial a nature as that issued 


Bureau This point, heretofore 


by Mr. Yunker. 
N excellent report has been issued 
J. Mona- 


from the office of Dr. T. 
ghan, health commissioner of New York, 
1923 was the healthiest 
year ever for residents of Greater New 
York. 
decreased 42 per cent during the twenty- 


who says that 
The death rate of the city has 


five-year period ending in 1923 and this, 
according to Dr. Monaghan’s figuring, 
120,000 lives. The 
remarkable advancement has been 
In 1898, it was 


means a saving of 
most 
in the child death rate. 
205 per 1000 and in 1923 it was reduced 
While there 
is still a great deal of room for improve- 


to 66 per one thousand. 


ment in health conditions, it is, neverthe- 
less, remarkable that such an excellent 
record can be attained in a city so con- 
gested as is Greater New York. So long 
as these conditions continue to improve, 
there will be plenty of competition among 
the life insurance companies in New York. 

I] recent publicity given to the plan 

of the school of life insurance sales- 
manship at New York University, by 
which students are denied diplomas un- 
til their field work shows their 
ability to succeed, has aroused some criti- 


actual 
cism. The questions involved are inter- 
esting, because they represent the dif- 
ference between an old and a new idea 
in education. Dr. Griffin M. Lovelace, 
head of the school, has instituted the plan 
of withholding a diploma until the stu- 
dent has written $100,000 of insurance. 
Thus the school is assured of being able 
to point to the fact that it only graduates 


5 


students who are able to contribute in 
some measure to the business of life insur- 
ance. Critics point out that a school is 
a place where a student can go to obtain 
knowledge and that the only function of 
a school is to impart that knowledge. 
Having done so, and having made sure 
that the student has in reality imbibed 
that knowledge, a diploma so stating 
should be granted, according to these 
critics. These arguments are sound. 
They cannot be gainsaid. But the fact 
remains that the title of the school dis- 
tinctively says that it is a school of sales- 
manship. Its declared purpose is to teach 
selling—not only the theory of selling, 
but actual selling. In order, then, to as- 
sure himself that he has actually taught 
the students to sell, Dr. Lovelace re- 
quires his students to place $100,000 of 
new life insurance. It is in the nature of 
an examination—the only one possible 
under the circumstances. The old idea 
has been to teach theory only, but in this 
case it is superseded by a newer one, 
which calls for the teaching of both theory 
and practice. 





T is gratifying to learn from so high 

an authority as the National Park 
Bank of New York that “the outlook for 
general trade in this country during 1924 
is satisfactory.” The bank’s letter does 
not predict a boom or a sensational re- 
vival in speculative activity, but it points 
out that basic conditions are sound, busi- 
ness is being transacted conservatively, 
labor is fully employed at wages which 
do not invite strikes, and other signs are 
favorable. The general conditions por- 
tending a good year, insurance men will 
do well to determine to make the most of 
every opportunity, and to create oppor- 
tunities, during the current year. 





Appointed Actuary of Michigan Department 


The Michigan Insurance Department an- 
nounces the appointment of A. A. Speers of 
Omaha, Neb., as actuary of that department. 
He is a graduate of the University of Toronto 
and is a fellow, by examination of the Actuarial 
Society of America. He is also a fellow of 
the American Institute of Actuaries. 

Mr. Speers has been engaged in actuarial 
work since graduation in 1909, being employed 
successively by the North American Life of 
Toronto, the Phoenix Mutual Life of Hartford 
and the North American Life of Omaha. In 
the latter company he held the position of act- 
uary until March, 1923, when he became con- 
sulting actuary of the Nebraska Insurance De- 
partment. 
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THE PROMISING 
NEW YEAR 


A new year is at the dawn and 
as it casts its first gleam over the 
horizon of the present it lights up 
in resplendent colors the vision of 
the greatest future ever presented 
to man. In the distance shines 
the great goal of ambition, like 
a snowcapped mountain reflecting 
the first rays of the morning sun. 





It is the season of resolutions, 
when men, confident of bigger 
successes, resolve to pay the debt they owe to their family and 
humanity by accomplishing bigger things. 


All of us have ability but some of us don’t realize that it comes 
from shaking off fear and arming ourselves with knowledge, 
enthusiasm, and zeal. The great leaders of the world are men 
who caught the inspiration of real service and climbed out of the 
rut. They realized that there was no excuse or apology for 
mediocrity. They were ashamed to admit defeat and they, there- 


fore, succeeded. 
per 
The great leaders of the future will be men from the rank and file Th 

Caf 


who, taking stock of themselves, discard weakness and inactivity a 
and put on the armor of determination, doing today what others car 





would put off until tomorrow. Optimism will dominate their ) 18. 
thoughts and actions and the word “if” will not be recognized. . - 
They will get up on the high road and face the goal with confi- tar 
dence; and though the way may seem long, they will know that it is = 
the shortest route, for conscientious service means success and suc- | Fr 
cess has its own innumerable rewards. es 
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A. W. DAMON DEAD 





President of Springfield Fire and 
Marine Succumbs to Illness 





COMPANY HEAD FOR 25 YEARS 





Former National Board President Was 
Prominent in Local Affairs as Well 
Alonzo Willard Damon, president of the 
Springfield Fire and Marine Insurance Com- 
pany, Springfield, Mass., died in Springfield 
early Monday morning. Mr. Damon had been 
taken to the Harvard Hospital to undergo an 
emergency operation the previous evening. He 
had been ill for some time but had. partially 
recovered just before Christmas and it had 
been hoped that he would regain his health. 
Mr. Damon had not been active in the affairs 
of the company for some time, due to the long 





A. W. Damon 


President, Springfield Fire and Marine Insur- 
ance Company, Springfield, Mass. 


period of ill health which he had undergone. 
The business was largely conducted by its 
capable vice-president, George G. Bulkley, 
whom Springfield papers name as the likely 
candidate to succeed to the presidency. 

Mr. Damon was born in Norwell, Mass., in 
1847. He began his insurance career at the 
age of fifteen when he became a clerk for the 
Washington Insurance Company. He was secre- 
tary to its successor, the Washington Fire and 
Marine when he resigned in 1887. He later 
became special agent in New England for the 
Franklin of Philadelphia and in 1890 went with 
the Springfield as special agent for Eastern New 
England. 

His rise in the affairs of that company was 
rapid, he being elected assistant secretary in 
the same year and president four years later 
(1895). He held the latter office for twenty- 
five years. At the time of his taking office the 
total assets were $3,581,151 and had increased 
in 1922 to $22,134,377. The capital had in- 
creased from $1,500,000 to $2,500,000. 

Mr. Damon was president of the National 
Board in 1910 and 1911. He was at the time 


of his death a director in the Third National 
Bank of Springfield, the Springfield Street 





Railway Company, the Holyoke Water Power 
Company, the Cheney-Bigelow Wire Works 
and the First Reinsurance Company of Hart- 
ford. He was also a trustee of the Springfield 
Institution for Savings and of the New Eng- 
land Investment and Security Company. He 
was a member of the Springfield Club and of 
the Church of the Trinity. 

The funeral services were held yesterday 
afternoon in Springfield. A committee from 
the National Board attended, consisting of the 
following: C. G. Smith, president of the 
Great American, chairman; Charles H. Post, 
United States manager of the Caledonian; 
George M. Lovejoy, vice-president of the 
Phoenix of Hartford; James Wyper, vice-pres- 
ident of the Hartford, and A. G. McIlwaine, 
United States manager of the London and 
Lancashire. 


CAMPAIGN AGAINST CARELESSNESS 
New York Board Inaugurates Drive Against 
Section Characterized as Worst in 
City 
The New York Board of Fire Underwriters, 
in connection with the fire department officials 
of New York city and the fire insurance com- 
panies located within the metropolitan area, 
has inaugurated a campaign to lessen fire haz- 
ards in the district between Canal and Thirty- 
fourth streets in that municipality. The cam- 
paign was launched at a meeting of fire chiefs, 
insurance company representatives and fire un- 
derwiters held in the rooms of the New York 
Board last Monday, and it is planned to con- 

tinue it for an entire week. 

The speakers at the meeting were Fire 
Chief John Kenlon, Chief Fire Marshal Thomas 
P. Brophy and prominent fire insurance in- 
spectors. The number of fire alarms sent in 
throughout the city each year has risen from 
13,000 in I913 to 22,000 in 1922 and Chief 
Kenlon characterized the section which it is 
now planned to clean-up as the “worst” under 
his jurisdiction. Two principal causes are given 
for the fires in this district, namely, careless- 
ness and incendiarism. The “No Smoking” 
rule has been found to have been violated in 
several factories, while in others the workers 
began to smoke as soon as the day’s labor ceased 
and this resulted in many fires occurring after 
regular hours. The object of the present cam- 
paign is to inspect the buildings in the section 
and to educate the building owners in the mat- 
ter of fire prevention. H. N. Kelsey, chairman 
of the committee on surveys, who presided at 
the conference, told the members that “it has 
been estimated that appreciably more than 50 
per cent of all factories visited showed careless 
management and lack of cleanliness.” Chief 
Kenlon, during a discussion of the situation, 
stated that there is a tendency on the part of 
some persons to think only of cashing in on 
the insurance. He also said that the fire insur- 
ance companies have a great weapon of fire 
prevention in their hands through their ability 
to cancel policies for cause. 


—The New York Insurance Department has issued 
its 1924 pamphlet relating to fees and taxes charged 
insurance companies under the laws of that State, 
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MANHATTAN FIRE AND MARINE COM- 
PLETES ORGANIZATION 
John H. Packard Is Elected President— 
Personnel of Board of Directors 
Named—Company Has $400,000 
Capital and $600,000 Surplus 

The stockholders of the Manhattan Fire and 
Marine Insurance Company, New York, met 
in that city last Friday and elected the board 
of directors. License to do business has been 
granted by the State Insurance Department and 
the organization will begin writings with $400,- 
oco capital and $600,000 surplus. The Man- 
hattan Fire and Marine, which is the running 
mate of the London Assurance Corporation, 
plans to enter other States as soon as practicable 
and will be greatly assisted in its undertakings 
by the reputation of its foster-parent. 

The officers of the company, who were elected 
by the directors after the meeting of the stock- 
holders last week, are as follows: John H. 
Packard, president; Everett W. Nourse and J. 
M. Mendell, vice-president; Frederick A. John- 
ston, secretary; William Schaefer, assistant 
secretary. All these officers are identified with 
the London Assurance, Mr. Packard himself be- 
ing United States manager. The business of 
the Manhattan Fire and Marine, temporarily, 
will be handled by the home office and field 
forces of the London Assurance. 

The directors elected by the stockholders at 
the meeting were: James H. Post, trustee of 
the London Assurance, of B. H. Howell & Co.; 
Moreau Delano, trustee of the London Assur- 
ance, of Brown Bros. & Co.; Justus Ruperti, 
trustee of the London Assurance, of Hardy & 
Ruperti; Everett W. Nourse, vice-president; 
William H. Hotchkiss, counsel for the com- 
pany; Charles D. Dickey, of Brown Bros. & 
Company; F. J. Fuller, vice-president of the 
Central Union Trust Company; Percy H. Jen- 
nings, president of the American Trading Com- 
pany; John H. Packard, president; James N. 
Jarvie, trustee of the London Assurance; 
Hendon Chubb, of Chubb & Son, marine gen- 
eral agents; J. M. Mendell, vice-president, San 
Francisco, Calif.; A. P. Villa, president, treas- 
urer and director of A. P. Villa & Bros., silk 
importers; G. H. Marks and E. C. H. Durham, 
joint managers of the London Assurance Cor- 
poration, London, England. 


St. Louis Offices Combine 


The consolidation of three St. Louis insur- 
ance offices to form the new firm of Deuchler- 
Talbert-Flachmann-Berry, Inc., has been an- 
nounced. The new company is formed from 
the Deuchler & Talbert Co.; John R. Flach- 
mann Co. and W. H. Berry. Offices will be 
in the Pierce building. 


Becomes Agency Superintendent 


The American Eagle Fire Insurance Com- 
pany announces the appointment of Frank A. 
Christensen as agency superintendent of the 
middle department, as of January I, 1924. 

Mr. Christensen, as special agent for the 
American Eagle, has been located at Hartford, 
Connecticut, supervising Connecticut and 
Western Massachusetts. 
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ACCIDENT 


avana in 1925 


Brokers and Agents of other companies are 

eligible for membership in our Quarter Million 

Dollar Club. Liberal first year commissions; 
guaranteed non-forfeitable renewals. 


Club Year Starts January 1, 1924 


For Club Rules apply to Agency Department, 
nearest Branch Office or General Agency 


of Missouri State Life Service 


“TI can only commend the general service 
rendered by your Company and _ your 
Agency. The Missouri State Life is an 
asset to agents representing other companies 
in the assistance rendered for the placing of 
business commonly known as substandard 
and surplus life insurance.” 


What One of the Biggest Life Insur- 
ance Writers in the Country Thinks 


HEALTH 











MISSOURI STATE LIFE INSURANCE COMPANY 


Home Office: SAINT LOUIS 
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NO CHANGE IN POLICY 


Superintendent Will Fight 


Separation to Limit 


Kansas 


SAYS RULING IS FAIR 


Department Keeping in Close Touch With 
the Field to Check Up Efforts to 
Enforce Separation 


TopEKA, KAN., January 5.—There will be no 
rule or ruin policy put into effect by the fire 
insurance companies operating in Kansas in 
order to enforce the clearing of mixed agencies 
without a fight from the State. That was the 
announcement of William R. Baker, Superin- 
tendent of Insurance, following the announce- 
ment of Western managers that they questioned 
the authority of the insurance department to 
make the ruling relative to separation as given 
out last week. 

Mr. Baker went to Chicago Friday for a 
conference with Western Union officials. They 
requested this conference by long-distance tele- 
phone and asked that a supplemental order 
which Mr. Baker proposed to issue be held up 
pending the outcome of this conference. This 
supplemental order was intended to prevent the 
Bureau companies from clearing mixed agencies 
and attempting to install complete Bureau agen- 
cies in their places on account of the larger 
commissions offered. 

The attorney-general and the insurance de- 
partment have been in close touch ever since 
the separation quesfion became an important 
insurance issue. The attorney-genera: is ready 
to proceed against the companies in an ouster 
proceeding for violations of the anti-trust laws 
and also for the enforcement of the criminal 
sections of the anti-trust statute. 
evidence has already been gathered in expecta- 


Considerable 


tion that the companies might start some pro 


The Making of the Fire 


Insurance Rate 


The fact that in several instances 


two or three special agents of Union companies 


ceedings. 


went to mixed agencies and offered to make 
trades to clear two agencies is regarded as an 
indication of an agreement to enforce the separa- 
tion rule and the State is prepared to determine 
not violation of 
the anti-trust laws. 


whether or this would be a 


“There will be no rule or ruin policy put 
into effect in this State until Kansas has ex- 
hausted all of its authority, direct or implied,” 
said Mr. Baker, when he read the statements 
of some of the Western Union member man- 
“The attitude of some of these com- 
their is purely selfish. 


They seem to have no regard for the interest 


agers. 
panies and managers 
of the general public and the large number of 
insurance agents in this State and they seem 
to have little regard for the insurance business 
as a whole to adopt such an attitude. 

“The promulgation of the ruling of this de- 
partment was done in a spirit of fairness to 
everyone in this State, the Union, the Bureau. 
the companies, the agents and the public. The 
State is prepared to back that ruling with all 
The record is complete of the 
hearing and if the companies want to fight the 


of its powers. 


ruling the State is prepared to go ahead now 
or at any other time.” 


WORLD FIRE AND MARINE LAUNCHED 


Running Mate of Aetna Will Have Capital 
and Surplus of $1,000,000 Each 


The World Fire and Marine Insurance Com- 
pany, Hartford, has been organized with a cap- 
ital of $1,000,000 and a surplus of $1,000,000, 
hoth paid up in full. The charter of the new 
company, granted in 1921, permits it to write all 
classes of insurance written by any fire and 
marine company. For the time being the home 
World 
at 670 Main street, Hartford, Conn., which is 


office of the Fire and Marine will be 


also the home office of the AZtna Insurance Com- 
pany, for which the recently projected organ- 
ization is a running mate. 

The officers of the World Fire and Marine 
consist of Ralph B. Ives, president, and Wil- 
liam B. Goodwin, secretary. Mr. Ives is also 
president of the Atna and the other executives 
will also be chosen from among the A®tna’s 
staff. The underwriting policy of the new 
company will be directed by the A&tna and this 
added to its close affiliation with the 
powerful Hartford group, will permit the 
World Fire and Marine to begin writing busi- 
ness under the most favorable conditions. 


fact, 


Federal Mutual Automobile Organized 

The Federal Mutual Automobile 
Company has just been organized, with home 
offices at 142 Berkeley street, Boston. The new 
company started writing business on January 
1, with a guaranteed capital of $100,000, fully 
subscribed, and will be restricted to automo- 
hile fire, theft, collision and car contents in- 
surance. The officers are: J. Waldo Bond, 
president; W. N. Connor, vice-president; A. B. 
Cole. secretary: Frank T. Olmstead, treasurer. 
The Federal Mutual Automobile Insurance 
Company is a running mate for the Federal 
Mutual Liability Company. 


Insurance 


S. M. Saufley Appointed Kentucky 
Commissioner 

Sheldon M. Saufley of Richmond, Ky., has 
heen appointed Insurance Commissioner of that 
State. He succeeds A. M. Wash, who was 
appointed a few months ago to fill the unex- 
pired term of James F. Ramey. 

Mr. Saufley was formerly a member of the 
State Legislature, and is editor of the Rich- 
mond Register. He was formerly editor of the 
Stanford, Ky., Interior Journal. 





(Continued from page 4) 


deed. And so it is to this day, the signature to the deed being 


sometimes neglected, as the other acts are of equal efficiency. 

6. The personal liability of the members for losses, beyond 
their own deposits. was half as much more, in case a single fire, 
beginning in one house and damaging one or more houses, 
should sweep away all the funds of the Company. 

The rates of insurance in that early day varied consider- 
ably from the present. The Company insured brick and stone 
houses in good positions, for twenty shillings in the hundred 
pounds, that is to say, upona deposit of one per cent., the party 
insured retaining the right to a return of that deposit on the 
expiration of the policy. if the general losses did not exceed 
the interest, and the Company enjoying as the premium of in- 
surance, only the use or interest of the deposit to go imto ac- 
count against the losses and expenses for the proportional 
benefit of all the members. .\t the legal rate of interest in the 
Colony, six per centum, this was equivalent to an annual deposit 
of one shilling, two pence and a farthing on the hundred pounds, 


OF six cents on the hundred dollars. In some instances they in- 





sured for as low a deposit as seventeen shillings and sixpence 
on the hundred pounds. They insured brick houses with a 
joiner’s or cabinet-maker’s workshop in them, at two per cent. 
For good risk they rarely exceeded twenty-five and thirty 
shillings, that is to say, 14% to 1% per cent. deposit. Until the 
deed of settlement was so altered in April, 1769, as to prohibit 
insurances on wooden buildings, they insured even such build- 
ings upon a deposit of three per cent. It strikes me the more 
as remarkable, because I find that in the first English insur- 
ance company, in 1696, when the rate of interest in England 
was the same, namely, six per cent., the lowest rate of premium 
upon the least hazardous buildings, was an annual premium of 
two shillings in the hundred pounds. How subsequent experi- 
ence has modified this rate in London, I am unable to say; but 
[ find one recorded instance of insurance of a house, perhaps of 
the second class, in 1739, on an annual deposit of three shillings 
in the hundred pounds, and another on a first class risk in 1789, 
at two shillings. The lowest premium on a first class building, 
appears at that time to have been the rate I have just men- 
tioned. The average of all the premiums of all the insurances 
in our own company, in 1753, the end of the first year, was but 
1.17 hundredths per cent.” 
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In celebrating its Diamond Jubilee in able 
the United States, The Liverpool and ke 
London and Globe measures its success pe 
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HOME EXTENDS ITS HOLDINGS 
Purchases Control of Carolina Insurance 
Company—E. G. Snow Elected Presi- 
dent of New Acquisition 


Control of the Carolina Insurance Company, 
Wilmington, was acquired last week by the 
Home Insurance Company, New York, accord- 
ing to a recent announcement. A meeting of 
the board of directors elected E. G. Snow, pres- 
ident of the Home, the Franklin Fire and the 
City of New York insurance companies, as the 
new president of the Carolina. H.C. McQueen, 
former president of the North Carolina organ- 
ization, has resigned but retains a place on 
the board of directors, as do the other local 
members of the board. The Home plans to 
operate the Carolina as a local company, but 
will broaden its field and enlarge its facilities 
in accordance with plans looking to further 
development of the business. 

The Carolina Insurance Company, established 
in 1887, has been under the direction of M. S. 
Willard, secretary, who has worked long and 
hard in the company’s behalf and has brought 
it to its present point of success, as well as be- 
ing largely responsible for the excellent reputa- 
tion the Carolina bears both in its own State 
and elsewhere. Mr. Willard will remain in 
charge at the headquarters of the company 
and will continue to direct its business as here- 
tofore. 


How Fire Insurance Was Appreciated Two 
Hundred Years Ago 

“In the meantime, to find out a more agree- 
able entertainment for the winter season; the 
opera of Rinaldo is filled with thunder and 
lightning, illuminations and fireworks; which 
the audience may look upon without catching 
cold, and, indeed, without much danger of be- 
ing burnt; for there are several engines filled 
with water, and ready to play at a minute’s 
warning, in case any such accident should 
happen. However, as I have a very great 
friendship for the owner of this theater, I 
hope that he has been wise enough to insure 
his house before he would let this opera be 
acted in it."—Tue Spectator, No. 5, Tues- 
day, March 5, 1710-11. THE SPECTATOR was 
established Thursday, March 1, 1710-11, No. 1 
being published on that date. 


Establishes Marine Department 

Omaua, Nes., January 5.—The National 
Security Fire Insurance Company of Omaha 
established a marine insurance department and 
has just announced the following general agency 
appointments in this department for various 
territories : 

Chicago.—Dow & Bannard, managers for 
the Western inland marine department. At- 
lanta, Gai—Robert N. Hughs, manager of the 
Southern department. San Francisco.— 
Pacific department: McClure Kelly, general 
manager, and G. Kirkham Smith, general agent. 
New York—Platt, Fuller & Co., managers. 
Boston.—Field & Cowles, managers. 


—The Insurance Year Book will no doubt be of 
great help and assistance to us.—J. W. Bonner, Super- 
tntendent of Insurance, Porto Rico. 


ISSUES TEMPORARY WRIT 





Missouri Supreme Court Acts in Com- 
missioners’ Favor 





RETURNABLE IN THIRTY DAYS. 





Court Will Determine Whether to Take 
Jurisdiction of Entire Case 

Sr. Louis, Mo., January 9—The Missouri 
Supreme Court, on January 4, issued a tempo- 
rary writ of prohibition restraining Circuit 
Judge Henry J. Westhues of the Cole County 
Circuit Court from enforcing his contempt of 
court order against State Superintendent of 
Insurance Ben C. Hyde handed down Decem- 
ber 15, which gave Hyde until December 24 
to withdraw his order of November g last, re- 
ducing Missouri fire, tornado, hail and light- 
ning insurance rates 15 per cent effective on 
December 15. 

The temporary writ was issued by the high 
court en banc and was made returnable in 
thirty days, when the Supreme Court will de- 
termine whether to assume final jurisdiction on 
the points in controversy. 

Counsel for Mr. Hyde in applying for the 
writ contended that Judge Westhues had ex- 
ceeded his authority in issuing the injunction 
against Hyde last September on which the con- 
tempt of court order was based, and that of 
necessity the contempt of court action had also 
exceeded the powers vested in Judge Westhues. 
Former Attorney General John T. Barker, 
representing Mr. Hyde, contends that when 
Judge Westhues attempted to set aside Super- 
intendent Hyde’s threatened rate reduction of 
15 per cent last July, first issuing a temporary 
restraining order in July which was supple- 
mented by the temporary injunction in Septem- 
ber, the court went beyond the bounds of its 
authority, and having done so could not punish 
Mr. Hyde for acting contrary to the said 
temporary restraining order and the supple- 
mental temporary injunction, because said ac- 
tions of the court had not legal basis. 

Attorneys for the interested insurance compa- 
nies in a reply brief filed December 24 asserted 
that Mr. Hyde and his counsel had flagrantly 
violated the orders of Judge Westhues and that 
the contempt of court order should stand, as it 
was clearly within the authority of the court, 
and that Mr. Hyde should be compelled to pay 
the $100 daily fine effective on and after De- 
cember 26, until his November 9 order is 
withdrawn. 


Appoints New Jersey Special 


The Fidelity-Phenix Fire Insurance Com- 
pany announces that on January 1 E. C. Doug- 
lass took over charge of its Northern New Jer- 
sey field as special agent, succeeding E. S. 
Brokaw, who has been transferred to the loss 
department. 

Mr. Douglass entered the employ of the 
Fidelity-Phenix as an inspector, and has been 
assigned to various special agents’ fields in the 
East. A short time ago he was appointed 
assistant special agent, and is well qualified by 
experience to fill his new position. 
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A WONDERFUL WORK OF 
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A Pioneer in Plate Glass Insurance 
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MORE THAN $28,500,000.00 


has been paid to Continental Policyholders or their benefi- 
ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of business 
time by sickness. 

In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 

CONTINENTAL CASUALTY COMPANY 
H. G. B. ALEXANDER, President 


General Offices: Chicago, U.S.A. 
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FIRE AND MARINE 
INSURANCE COMPANY 
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“Here’s to Another Year of Progress” 


During 1924, the Fidelity-Phenix, through its 
world-wide strength, its years of service to agents 
and policyholders, its departments of underwriting, 
finance, engineering and business development, 
its educational advertising, its constant search for 
new ideas and better methods—will continue to 
spread the doctrine of Progress throughout its 
entire field of operation.¥ 
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| FIRE INSURANCE NOTES AND EVENTS 





NEW YORK SURVEYS 


What It Might Have Been.—In the City 
of New York there are something over 500,- 
000 buildings at the present time. This state- 
ment is put forth as a starting point because of 
the comparison which is about to be made. 
In the area in France which was devastated 
there were destroyed 350,000 private dwellings. 
336,000 were damaged, or a total of 883,000 
that suffered loss. Up to the present time the 
new buildings erected only number 21,000, but 
those which have been repaired and patched 
wm are a higher percentage of those damaged. 
This comparison between the buildings in New 
York city, and it should be added that out of 
the 560,000 about 400,000 are private dwellings. 
makes a picture which helps us to realize just 
what war may do to a country. It was equiva- 
lent, in other words, to the total destruction 
of the buildings of New York city. Probably 
we shall never reach the point where insurance 
against damage of this kind by war will ever 


ve possible. 

The Insurance Society—The Insurance 
Society opened its fire and marine courses this 
week with well filled classes. It will take an- 
other week to accomplish a final shaking down 


to absolute working conditions, but with the 
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experience gained in previous years not longer 
than one week will be required. One innova- 
tion which has been introduced this year is to 
have a committee of monitors who will see 
that the roll is called at every session of the 
class. For this purpose four graduates of 
the institute have been chosen and they are 
taking charge of the matter. While attendance 
at a lecture is only a part of the educational 
process, it is not an unimportant part and un- 
doubtedly the roll call acts as a stimulus to the 
student to be present at each session of the class 
er be able to furnish a most excellent reason 
therefor. 


CHICAGO AND THE WEST 


Assistant Manager of Royal.—Announce- 
ment has been made by the Royal of the appoint- 
ment of H. L. Dalton as assistant manager of 
the Western department and H. M. Gregg as 
superintendent of agents. These appointments 
were made necessary through the death of 
William A. Smith, superintendent of agents. 
Mr. Dalton has had many years of experience 
with the Royal, and has held the position of 
second assistant manager for about three years. 
Owing to the fact that his experience covers 
nearly thirty-five years’ service with the Royal 
in nearly every capacity connected with field 
and office, Mr. Dalton will make a strong ad- 
dition to the Western department in his new 
position. Mr. Gregg has had considerable ex- 
perience, having been superintendent of the im- 
proved risk department, which latter he con- 
trolled since its organization in 1920. In the 
early days of his insurance career Mr. Gregg 
becaine connected with the Georgia Home in 
the Western department office, and in 1912 
joined the Royal as examiner, and some years 
later went into the field as special agent for 
Illinois. 

Chicago Board Nominations.—It is inter- 
esting to note that candidates have been nomi- 
nated for the offices of the Chicago Board by 
the nominating committee as follows: Allan 
I. Wolff of Allan Wolff & Co., president; 
James I. Naghten of John Naghten & Co., 
vice-president; Alexander Smullan, of Alex- 
ander Smullan & Co., treasurer. For three 
members to serve on the executive committee 
for the ensuing year the following were nomi- 
nated: John F. Stafford, manager of the 
Western department of the Sun; E. R. Herd, 
assistant manager of the Home; H. C. Brum- 
mel of Brummel Bros. For two members 
to serve on the patrol committee for a 
term of three years the following were 
nominated: A. O. Burdick of Rollins-Burdick- 
Hunter Company; J. M. Newburger of New- 
hurger & Co. For one member to serve on the 
patrol committee for an unexpired term of two 
years the committee nominated Fred J. Sauter, 
Cook county manager for a number of com- 


panies. 
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Firemens to Move.—It will soon be mov- 
ing day in the Western department offices of 
the Firemens of Newark and associated com- 
paines, including the Firemens, Girard, Mechan- 
ics and National-Ben Franklin, it having been 
announced that they will move their headquar- 
ters from the Home building in Chicago to 
the America Fore building on or about Febru- 
ary 1. The America Fore building is situated 
north of the loop district. 


BOSTON AND VICINITY 

Boston Board in New Location.—The 
Boston Board of Fire Underwriters is now 
doing business in the new Boston Insurance 
Exchange building at 40 Broad street. The 
Board is the first tenant of the building, which 
will not be ready for its occupants until March 
1. The Board was compelled to move on ac- 
count of the expiration of its lease at 55 Kilby 
street, at which address it has been located for 
over thirty-five years. 

To Speed Up Collections.—The Boston 
3oard at a special meeting unanimously went 
on record as favoring a proposition for the 
more prompt collection of premiums, the in- 
centive for the change coming from the Boston 
Clearing House Association, which recently 
passed similar rulings 

New Company Admitted.—The Hampton 
Roads Fire and Marine of Norfolk, Va., has 
been admitted to Massachusetts to write fire 
and sprinkler leakage. Ulysses G. Forest of 
l‘itchburg is the agent of record. 

Rating Bureau Has Moved.—The Massa- 
chusetts Rating and Inspection Bureau moved 
January 7 to new quarters at 80 Broad street. 
Practically no business was transacted last Sat- 
urday in view of the moving, yet the unavoid- 
able confusion due to the moving was kept at 
a minimum. 


ATLANTA AND THE SOUTH 


Important Agency Change.—Milton 
Dargan, Jr., has purchased the interest of Cliff 
C. Hatcher, Jr., in the Cliff C. Hatcher In- 
surance Agency, and the firm name has been 
changed to Dargan, Venable & Hatcher, Inc. 
Oscar Venable is president of the new firm. 
No changes in its personnel are contemplated, 
it is stated. The company represents the Royal, 
Sun, Atlas Assurance, Franklin, British- 
America and the Eagle, Star and British Do- 
minions. For many years it has represented 
the Travelers Insurance Company for all lines, 
and besides has been sole agent for this com- 
pany in placing mortgage loans on real estate. 
Associated with Mr. Venable, the president of 
the agency, in the executive personnel, are: 
Mr. Dargan, who has been elected vice-presi- 
dent and treasurer, and E. Gottley as vice- 
president. Mr. Hatcher, Jr., will remain with 
the company temporarily, it is stated. 
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SELECTED CLASS LIBRARIES FOR INSURANCE MEN 


$50 LIBRARY FOR LIFE INSURANCE MEN 





Pee NANO cs ches tictaie SG aA ee pw aS eRe ew MORENO eee ees $4.00 
OM OP RS § BOE OT le a er eee e 2.00 
What Life Insurance Is and What It Does, by Wm. Alexander...... 1.50 
The Insurance Vear Book, Life Volume «.....0: os:siecs cence atedccwcice 15.00 
One Hundred Ways of Canvassing, by Wm. Alexander............. 3.50 
How to Sell Insurance, by Wm. Alexander.........ccesscccccscces 2.00 
Oe om bp eae oc) re eer 2.00 
ee OBEN oe ais cine eens eh cece aeunSews seeewe s 2.00 
The Monthly Income Policy, by Wm. T. Nash.............eee00-. .50 
Multiplying Your Income, by Wm. T. Nash.............eeceeeeee 1.50 
Practical Pointers, by Forbes Lindsay «00:65 5.2 s)00:s:06000. 000000 eee 2.00 
ge ee fe Blo ce er i eee 1.25 
Life Insurance and How to Write It, by J. M. Langstaff............ 1.75 
Life Insurance Salesmanship, by T. J. Henderson.................. 1.50 
The Handy Guide to Premium Rates, Applications and Policies...... 4.00 
eS ee ee ee ee eee ere re 2.00 
Some Plain Hints to Life Insurance Solicitors, by C. W. Pickell...... .50 
The Life Insurance Policyholders Pocket Index................... 75 
Pocket Register of Life Associations (Assessment Statistics)........ 75 
Short Lessons in Life {nsurance, by Wm. Thornton............... 2.00 
Graphic Selling Charts, by F. H. Kortright «.....<606.650000s0ses sees 10.00 

$60.50 

$25 LIBRARY FOR FIRE INSURANCE MEN 

PR PRCCANOR a SSsGR Co wisica-s\ sis. caG a eran we bw saa sre Sale Sovrwriateoinns $4.00 
Pimeratin Bey 0 abe TMT a as 5 a5 5:6 0:0 960 0:60:65 0) 0 6 010 550 Gvinwlere 3.50 
Fire Insurance Inspection and Underwriting.................4- 6.00 
Insurance Year Book, Fire and Marine Volume..............-.+5. 15.00 

$28.50 


$30 LIBRARY FOR FIRE INSURANCE MEN 


(Suggested by Charles C. Dominge, Co-Author of Fire Insurance Inspection 
and Underwriting) 


Fire Insurance and How to Build, by F. C. Moore...............00- $5.40 
Fire Prevention and Fire Protection, by Freitag..............0.0- 4,20 
Fire Prevention and Protection, by A. C. Hutson................ 4.25 
Crosby-Fiske-Foster Hand Book of Fire Protection.............. 4.25 
Automatic Sprinkler Protection, by Dana...........ccccccccccces 4.60 
Fire Insurance Inspection and Underwriting, De Luxe Edition....... 10.00 

$32.70 


a ROTATOR sooo one se ainreiee Hise e cre se ene cuisnad oaieaeweswriws $4.00 
Insurance of Freight, by Lazarus..............ccccccccccceccecee 6.00 
Marine Insurance, DY (GOW «4 5.6.s.6.cccwccccccwecceresccvessioesesen 3.40 
Insurance Year Book, Fire and Marine Volume................6. 15.00 
Marine Insurance, by Templeman................0ccccccccccees 2.50 
Marine Insurance: Its Principles and Practice, by W. D. Winter.... 4.25 
Sea Insurance According to the British Statute, by Gow............ 7.80 





$42.95 

















$25 LIBRARY FOR LIFE INSURANCE MEN 








AFAR DO DAN osu ocais wigs alee rn so es Sie oie een eral as stefan Ta an tare lee ate Ore $4.00 
BORE Sb RBS Tani as os wane Gass oro saree tion 561 co wid or orga wi eiane 2.00 
What Life Insurance Is and What It Does, by William Alexander.... 1.50 
Lise Assurance Primer, by Henty Moir ..... 0... ccc scccccscvcenveses 3.00 
How to Sell Insurance, by William Alexander...............0e02- 2.00 
Business Insurance, by Forbes Lindgay.......00ssecssecscceseves 1.50 
Monthly Income Policy, by Wms DT Nash... «6 cies cscs ec c's cece 45 
Multiplying Your Income, by Wm. T. Nash...............cceee0. 2.00 
Practical Pointers, by Forbes Lindsay. .oo.63.2 sc esc ccecsiescee 2.00 
Life Insurance and How to Write It, by J. M. Langstaff............ 1.75 
Life Insurance Salesmanship, by T. J. Henderson................04- 1.50 
The Handy Guide to Premium Rates, Applications and Policies...... 4.00 
SR ke RRS NITES TERRE a5 "o' piigr'al ose se are oaks fee 9 eid Sesh a oats Se eca ee asaleronicace 2.00 
Some Plain Hints to Life Insurance Solicitors, by C. W. Pickell...... .50 

Plain Reasons: Why One Should Engage in the Business of Life Un- 
WNP UNE ORNRI cove coh psa toe sw sesveiniale So ciese aes HIN SUR Cee ew Sle DD. ES cists .50 
Life Insurance Policyholders Pocket Index................se000. 75 
The Pocket Register of Life Associations (Assessment Statistics).... .75 
$31.50 

$50 LIBRARY FOR FIRE INSURANCE MEN 

SRW EP OAR a a dias on ose  achsia lace 9S: 9s wis_ parecer oawerenwle mena aes $4.00 
Agents Key to Fire EisnraGce ooo oes 5 kos sons been ae oso esis owes 3.50 
Agents and Inspectors Pocketbook of Fire Protection.............. 2.50 
Condensed: Chentical, Dictionary ......0.6.6.o0 2. ccsccrcesecs Krai wieveraceierace 5.30 
Fire Insurance Inspection and Underwriting..............eeeeee0: 6.00 
Beare PeUMURC ENCE EN MOIR 6 585-05 6:5 5.4 065 's 8's Salsa mo eG Hele HOE 2.50 
Five Prevention Gnd! PIovection «<< oc5.oc.siccsc sc ws cewieviewsieceees 4.25 
Hlall-on SNSUEERCE A GINSEIIONES o.oo cece ce sees se vesc ve 60 ceo ae 3.50 
Hand Book for Fire Insurance Agents.............-ceccccceee « 2.80 
Insurance Year Book, Fire and Marine Volume...............0. 15.00 
BOE MBN NN a5 os 55 oth ow 8 69:16: aiin hie 10 <0) die ooo RGo WS Hse al 6 SLlbte eRe 2.00 
Special Agents and Adjusters Hand Book...............eeeeeeees 2.00 
Standatd Hire Tngntance POMCG 6.6.65 0.0 o:sseie 6 siscas 60.4. 00 G08 Sacdbeeins 1.00 
Yale Readings in Insurance (Property Insurance)................. 3.50 
$56.55 


$50 LIBRARY FOR CASUALTY,SURETY AND MISCELLANEOUS 
INSURANCE MEN 


6 ee Ce ed Re oP Tee get A en oN ERE SEE PRERUTE, Pasa ea $4.00 
Insurance Year Book, Casualty, Suretyand Miscellaneous Volume.. 15.00 
Yale Readings in Insurance (Personal Insurance).................. 3.50 
RE ARIGR GEN PIOEUT co ona cdc atecarelayeld ae ase Oe Oar AILS IR Eee 10.00 
The Acewtent Tmeurance BAe ooo o sce i sse's 65:00 e snslasio.gn' baceerece 4.50 
The Principles of surety Underwriting «<6 6-560 e-0:058.0. setae cece elees 3.65 
TENG ua CED IML oom v0.75) ins ace Giver Ro. Wis © Coa fih 6h cig aise hoanbacawie nie Mears 3.00 
Claims Arising from Results of Personal anjuries................. 3.50 
investigators and Adjusters Hand Book... ......20006sssesswoese 2.50 
Manual of Fidelity Insurance and Corporate Suretyship............ 2.50 
Valuation Tables for Death Benehts... .o.0 ois essence swiss seesacee 10.00 
Pocket Register of Accident Tnsuranice ....... 6.66 o:00060 cccvcevncces 45 

Handy Chart of Casualty, Surety and Miscellaneous Insurance Com- 
NANO 5 aise nas om avails gore a Aiainl sce, diy aie: < ale iG sie orer ein oc Osi oral aie’ oro: 1 reTa ae Py 63) 
Selection of Risks by the Casualty Solicitor...............e0e008- 50 
$64.15 


$25 LIBRARY FOR ACCIDENT AND HEALTH INSURANCE MEN 


FERRE ies MPR 6 Sorta cc an 18) ny cae egies wie veo ei ets me alg ee oe $4.00 
Insurance Year Book, Casualty, Surety and Miscellaneous Volume.. 15.00 
The Accident Insurance Manual (kates and Folicies)...........00 4.50 
A TAR TPNGA SRL OES IIE ooh c.c: 6-5 aie cs, 5 Goce deed se to oe Obata Caras 


Claims Arising from Results of Persona’ Injuries 
Investigators and Adjusters Hand Book............... 
Pocket Register of Accident Insurance... 2. :.  .....0% cavsccs oodscwes 



















































con 
mat 
Mo 
tree 
alsc 
ask 
ger 
tary 
Cas 
and 
Pub 
wor 
Corr 
with 
thro 
num 
W 
comy 
a re 
Arth 
Safe 
comr 
Com 
Fede 
War 
exist 
wher 
used 
draw 
moun 
liams 
To 
Smit 
they 
Paign 
keen 
not o 
Propo 
was ¢ 
of ac 
































January 10, 1924 





THE SPECTATOR 


Casualty, Surety, Btc. 








INDUSTRIAL SAFETY DAY 


New York Governor Designates Janu- 
ary 16 for Special Observance 


ACCIDENT PREVENTION CAMPAIGN 
UNDER WAY 


Committee Headed by Arthur Williams 
Now Working with Industrial Com- 
missioner to Reduce Number of 
Fatalities—Prominent Insur- 
ance Men Co-operating 
in Education of 
Public 
The accident prevention campaign which was 
inaugurated by Governor Alfred E. Smith, 
New York, in conjunction with Industrial Com- 
missioner Bernard L. Shientag of that State is 
now in full swing. Governor Smith has desig- 
nated January 16 as “Industrial Safety Day” 
and has expressed the wish that that day 
especially, and the entire week beginning Janu- 
ary 14, be made a period during which the at- 
tention of all the citizens of the commonwealth 
will be concentrated on ways and means of 
preventing accidents both in industry and in the 

ordinary life of the people. 

In order to facilitate the spread of educa- 
tional information along these lines, an Indus- 
trial Safety Campaign Committee composed of 
prominent individuals was appointed. Of this 
committee Governor Smith is honorary chair- 
man; Arthur Williams, chairman; Mrs. Henry 
Moskowitz, secretary, and Sam A. Lewisohn, 
treasurer. An insurance sub-committee was 
also named and the following members were 
asked to serve: John L. Train, general mana- 
ger of the Utica Mutual; D. G. Luckett, secre- 
tary and general manager of the United States 
Casualty, and F. Robertson Jones, secretary 
and treasurer of the Workmen’s Compensation 
Publicity Bureau. Both these committees are 
working under the supervision of Industrial 
Commissioner Shientag and are co-operating 
with employers, employees and civic bodies 
throughout the State in an effort to reduce the 
number of fatalities which occur each year. 

With the object of securing a complete and 
comprehensive outline of the safety campaign, 
a representative of THe Spectator called on 
Arthur Williams, chairman of the Industrial 
Safety Campaign Committee, who is general 
commercial manager of The New York Edison 
Company. Mr. Williams held the post of 
Federal Food Comptroller during the World 
War and is thoroughly familiar with conditions 
existing in the New York territory and else- 
where. When questioned as to the methods 
used and the mode of procedure followed in 
drawing the attention of the public to the 
mounting rate of accident frequency, Mr. Wil- 
liams said: 

Too much credit cannot be given Governor 
Smith and Commissioner Shientag for the part 
they have taken in launching this safety cam- 
Paign. The Governor has always shown a 
keen interest in the subject and, although it is 
not generally known, one of the first measures 
Proposed by him when he was a legislator 
was a hill which sought to reduce the number 
of accidents occurring to children on the cities’ 


streets. The plan which the committee is now 
following may be broadly divided into four 
sections: 

1. Measures looking to the passage of proper 
legislation regarding the mechanical safety of 
vehicles and the qualifications of their op- 
erators. 

2. Education of employers so that there may 
be no needless exposure of human life and limb 
in industry; and this applies both to the safe- 
guarding of machinery and the development of 
caution in employees. 

3. Accident prevention principles inculcated 
in pedestrians, home-dwellers and workers; 
begun during infancy and constantly reiterated. 

4. Regulation of traffic and the construction 
of adequate automobile highways as well as 
the gradual elimination of grade crossings and 
similar evils. 

On the possiility of obtaining results com- 
mensurate with the effort involved, Mr. Wil- 
liams stated: 

The committee believes that through pro- 
longed, consistent effort, and with the co- 
reciprocal insurance association under proper 
accidents can be reduced 66 per cent. Auto- 
mobile highways in particular invite attention 
in any consideration of the problem of accident 
prevention. Drivers and operators of vehicles 
are not the only offenders. Pedestrians also 
are prone to be careless. I believe that every 
person approaching a road or street which is 
an automobile thoroughfare should be taught to 
do so in the same frame of mind with which 
he or she would approach a railroad crossing. 


Albany Legislation 


ALBANY, January 9.—Senator Downing has 
introduced in the Legislature a bill amending 
sections 2, 20, 31, 50, 5I, 53, 54, 95, and 126, 
workmen’s compensation law, so as to prohibit 
stock corporations or mutual associations, or 
self-insurers, from insuring under the law. A 
county, city, village, town or other poiltical 
sub-division is allowed to insure employees. 

A bill has been introduced in the Legislature 
by Senator Reiburn amending sections 440 to 
441-e, and adding new sections 441-f, real 
property law, by providing for the licensing, 
regulation and bonding of real estate managers 
in cities and counties adjoining New York City. 
A personal or surety bond or insurance policy 
for $2,500 must be filed with the State Tax 
Commission. 


Massachusetts Governor Recommends 
Law to License Reciprocals 


Governor Channing H. Cox in his inaugural 
address before the Massachusetts Legislature 
made the following recommendation: 

I recommend an immediate change of policy 
which will permit the local organization of 
reciprocal insurance association under proper 
safeguards and to admit for the transaction of 
business within this Commonwealth such 
reciprocal insurance associations from other 
States as can comply with proper Massachu- 
setts standards. JI make this recommendation 
hecause of the successful experience of other 
States with this form of insurance carrier, and 
because of the incentive under this method to 
eliminate needless loss and to reduce the cost 
of insurance to the minimum. 

—The U. S. National Life and Casualty of Chicago 
has received licenses now to transact life, health and 
iecident business in Kentucky, Oregon and Nebraska. 
This makes thirty-four States. 
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H. F. BURNS APPOINTED 
Made Vice-President of General Casualty 
and Surety—Walter G. Gabbey Re- 
signs as Agency Superintendent 

The General Casualty and Surety Company, 
Detroit, has announced the appointment of H. 
F, Burns as vice-president in charge of its 
liability and compensation department. Mr. 
Burns has been in control of this phase of the 
company’s activities for the past twelve months 
and his successful operation of the department, 
as well as his own personal record in the in- 
surance world, was responsfble for the pro- 
motion. 

Mr. Burns has had an extensive experience in 
the casualty insurance business, having, prior 
to his advent to the General Casualty and 
Surety, been adviser to several prominent in- 
dustrial corporations. He began his insurance 
career with the Maryland Casualty Company 
and subsequently spent six years with the Amer- 
ican Mutual Liability as manager of inspection 
and underwriting. Because of his varied 
knowledge of the insurance business and of in- 
dustrial problems, the appointment of Mr. Burns 
will undoubtedly prove a justified advancement. 

The General Casualty and Surety has also 
announced the resignation of Walter G. Gabbey 
from his post as agency superintendent. As 
yet no successor to Mr. Gabbey has been named 
and he himself, while not giving out any definite 
plans for the future, intimated: that he would 
locate either in New York or Chicago. 


Protests Against Monoplistic Compensation 
Bill 

The Philadelphia Chamber of Commerce, be- 
lieving that recent legislative measures seeking 
to establish a monopolistic workmen’s compen- 
sation fund in the District of Columbia are 
inimical to the business of insurance generally, 
has filed a note of protest with Julius H. Barnes, 
president of the U. S. Chamber of Commerce. 

The bill, introduced by Representative Fitz- 
gerald of Ohio and Senator Jones of Washing- 
ton in the present session ot the legislature, 
was defeated in the previous session. The 
Philadelphia Chamber of Commerce states the 
following reasons for its opposition to the pro- 
posal: 


It will provide a monopolistic insurance 
fund under Government control, with private 
insurance companies absolutely barred from 
participation in the business, tne bill applying 
to employees of private business concerns and 
not to public employees. 

The freedom of contract is taken from em- 
ployers in the District of Columbia, as far as 
it relates to insurance, and all other forms of 
workmen’s compensation insurance, including 
self-insurance and mutual associations, are de- 
barred. 

The commission, under this bill, determines 
the rate and amount of premiums, takes care of 
the collection of premiums and decides the 
amount and payment of compensation—but all 
without any check upon decisions and actions, 
save that the right of appeal to courts is granted, 
but only on points of law. 

Employers are forced to take Government 
insurance. In the event that they should do so 
they cannot avail themselves of the following 
common law defenses: The fellow servant 
rule, the defense of assumption of risk or the 
defense of contributory negligence. 
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ARM IN ARM 


In the remarkable advance of 
The Lincoln National Life In= 
surance Company the sales 
force and the Home Office or= 
ganization are going forward 
arm in arm. 






Whenever a man proves that his service ideals 
are up to the high Lincoln National Life stand= 
ards, he is taken into full fellowship by the Lin= 
coln National Life organization. He is given a 
contract direct with the Company. Every Home 
Office co-operator bends all his talents and 
energies to backing that salesman up with the 
most efficient service. 


Because of its arm in arm co-operation it pays 


to 
NK UP(wis THE LINCOLN) 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Iis Character” 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $290,000,000 in Force 








PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 


Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 




















HARPER’S LIFE INSURANCE LIBRARY 





Analyzing Life Situations for Insurance Needs— 
By Griffin M. Lovelace, Director, Life Insurance 
Training Course, New York University. Price, 
$2.40 Delivered. 

The Psychology of Selling Life Insurance—By 
Dr. E. K. Strong, Jr., School of Life Insurance Sales- 
manship, Carnegie Institute of Technology. Price 
$4.25 Delivered. 

Selling Life Insurance—By Dr. John A. Stevenson; 
Second Vice-President, Equitable Life Assurance 
Society; Formerly Director School of Life Insurance 
Salesmanship. Price, $3.75 Delivered. 

Meeting Objections—By Dr. John A. Stevenson. 
Price, $1.60 Delivered. 

House of Protection—By Griffin M. Lovelace. 
Price, $1.60 Delivered. 





SENO FOR NEW HARPER BOOK 


CONSTRUCTIVE SALESMANSHIP 
By Dr. John A. Stevenson 

“Keen as the edge of a sharp knife. It goes straight to 
the heart of things and places before the salesman the very 
life principle of his business. One would like to quote freely 
from this most fascinating book, but the best way for the 
reader is to buy the book. He will read it as if it were a 
‘best seller’ as it may well become.” “INSURANCE.” 

PRICE $3.00 


THE SPECTATOR COMPANY 














CHICAGO - NEW YORK 











(In Press) 
A new Book by William Alexander entitled 


ONE HUNDRED WAYS 
CANVASSING 


FOR 
LIFE INSURANCE 


This is the fifth book of the 
ALEXANDER EDUCATIONAL SERIES 


It contains many canvassing plans contributed by 
successful agents. The comments of the author 
greatly enhance the value of the plans quoted. 

This valuable aid to salesmanship is divided into 
twenty chapters, each dealing with certain phases of 
the art and practice of selling life insurance. 

Many Examples of Insurance Needs and How to 
Provide for Them are incorporated in this book of 350 
pages, which is clearly printed, is well arranged for 
practical use, with copious sub-headings to enable the 
agent to readily find and utilize methods of treating 
particular problems, and is substantially bound. 


PRICE, $3.50 
THE SPECTATOR COMPANY 
CHICAGO Paelishers NEW YORK 
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SURETY AND CASUALTY 
SALESMANSHIP 








Volume Details Successful 
Methods of Producing 


New 





WRITTEN BY JOSEPH R. WILSON 


Manager of Development Division, Mary- 
land Casualty Company, Is Eminently 
Qualified to Discuss Subject— 

Has Had Long Experience in 
the Field 

Ibert Hubbard must have had the surety or 
casualty agent in mind when he said: “Oppor 
tunity not only knocks at your door, but is play- 
ing an anvil chorus on every man’s door.” 

Certainly nothing can keep a surety or cas 
ualty man down but himself, whether he lives 
in a village, town or city. This means in every 
case that prospects properly pressed produce 
premiums plus prosperity. 

The surety or casualty man who does not suc- 
ceed is either not familiar with the lines he 
sells.and the best methods for securing applica 
tions or he shirks work. There is no room in 
the insurance field for the uninformed or for 
the shirker. 

“Surety and Casualty Salesmanship” is the 
title of a book which The Spectator Company 
has in press, and which will constitute a very 
important contribution to insurance literature. 
Joseph R. Wilson, manager of the Development 
Division of the Maryland Casualty Company 
and a former vice-president of the United 
States Fidelity and Guaranty Company, and the 
only brother of ex-President Woodrow Wilson, 
is the author. No insurance official is better 
prepared than he to write from experience on 
the best methods for selling surety bonds and 
casualty insurance policies. 

One of the most important problems with 
which insurance have to deal is 
“how to make more of our agents work.” Mr. 
Wilson came to the conclusion years ago that 


executives 


one reason why many surety and casualty agents 
do not work is because they are not familiar 
sell, 
quently, do not know the almost unlimited oppor- 
tunities 


with the lines they have to and, conse- 
for profit which exist in their own 
need for a non-technical 
book pointing out the chances for surety and 
casualty men, and explaining the most effective 


communities. The 


methods for cashing in on these chances and 
at the same time rendering an invaluable public 
Mr. Wilson to test under all 
conditions various sales and publicity methods 
which could be applied to the surety and cas- 
ualty business. 


service, caused 


He then compiled a_ textbook 
on the subject for the agents of the United 
States Fidelity and Guaranty Company, he at 
that time having charge of the development 
work of that company. 

In t921 Mr. Wilson went with the Maryland 
Casualty Company as manager of the Develop- 
ment Division. He organized the Maryland 
Casualty Company Training School, which is 
heing successfully conducted with a total en- 
rollment of over 2300 in the home office and 
correspondence classes. He compiled the series 
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of lesson papers on Surety Principles and Sales- 
manship, Casualty Principles and Salesmanship, 
and Field Development, which are used as the 
hasis of instruction in the Maryland Casualty 
Company Training School. 

“Surety and Casualty Salesmanship,”’ soon to 
he published by The Spectator Company, is the 
final result of the author’s realization of a wide 
need for a book of non-technical instruction 
for the use of those who desire to familiarize 
themselves with and adopt the best salesmanship 
methods as they apply to the surety and cas- 
ualty business. This publication will be of great 
value, also, to life and fire insurance agents and 
solicitors, as well as to those who are especially 
interested in selling other classes of insurance. 

Mr. Wilson had many of personal 
experience as a salesman and advertising man. 
This has been followed by a long period of in- 
structing and training agents and insurance em- 
ployees. He has, too, studied the best sales 
methods used in other branches of 
and the most practical plans adopted by surety, 
other field 
workers, and has thus compiled the best busi- 
ness-building thought. For this reason the book 
“Surety and Casualty Salesmanship” contains 


years 


business, 


casualty, life, fire insurance and 


much of value not only to all insurance execu 
tives, department heads, branch office managers. 
special agents, agents and home office and agency 
employees, but to executives, sales managers 
and salesmen in all other branches ot business. 

Mr. Wilson 
thorough 
man’s vocation. 


emphasizes the necessity for 
familiarity with every phase of a 
He treats insurance salesman- 
ship as a profession the importance of which 
is becoming more and more recognized by all 
classes of business and professional men. In- 
surance of all kinds is now accepted as a mod 
ern business and personal necessity for the 
preservation of capital, credit and income. The 
insurance man, therefore, not only owes it to 
himself to become fully equipped for his work, 
but he is responsible for an important public 
service, the scope of which is practically un 
limited. The retail price of 
ualty Salesmanship” will he $4 
wholesale discounts. 


“Surety and Cas- 


per copy, with 


WANTS 
John M. 


SURETY EXPERIENCE 
Scott Makes Further Effort to 
Stabilize Texas Rates 


Minimum and 
observed and used in 
writing 


\usTIN, Trx., January 8 — 
uniform rates must be 
Texas by all insurance companies 
fidelity and surety business in Texas, and such 
rates must be fair and non-discriminatory, an- 
nounced State Commissioner of Insurance John 
M. Scott. following a recent hearing on the 
question of discrimination of rates by the va- 
rious companies. 

Scott has 


communication to all 


Commissioner accordingly ad- 
this insurance 
companies writing fidelity and surety business 
in Texas: 


dressed 


After having made a further and thorough 
investigation and survey of the basic elements 
which will bring about solvent, non-discrimina- 
tory, fair and equitable premium rates on 
fidelity and surety business written in Texas, 


17, 


it is found that only results deduced from 
actual experience will lead to the necessary 
uniformity, fairness and stability in rates 
which the responsibility of the business de- 
mands. ; 

Conformingly and in line with my tentative 
statements to your representatives during the 
rate hearing on fidelity and surety insurance in 
November, I request that the department be 
furnished, by each company writing this line 
of coverage in Texas, on or before February 
1. 1924, with a complete experience schedule 
covering a period of the last five years 
(1910-1922), and showing in detail losses in- 
curred and premiums received on all fidelity 
and surety business, segregated by classes, as 
well as with a manual giving the premium rates 
as now charged. 

From the aggregate of the submitted ex- 
perience, I shall cause the computation of 
specific rates, which, based on the average, will 
he the lowest possible, compatible with a fair, 
solvent, non-discriminatory and equitable under- 
writing, and which, as such, must be strictly 
adhered to. 


Connecticut General Issues Two New 
Health Policies 

Beginning January 1, 1924, the Connecticut 
General Life Insurance Company has issued two 
new health policies, both excluding from their 
coverage the first two weeks of disability. By 
the introduction of this waiting period a ma- 
terial reduction in the cost of health insurance 
has been effected. Approximately forty per 
cent increase in the amount of weekly indemnity 
for all the more serious disabilities may be 
obtained at the same premium as has here- 
tofore been charged where liability for the 
first two weeks was included. 

One of the new policies is issued to both men 
and It provides weekly indemnity 
while totally disabled and confined to the house 
and one-half weekly indemnity while not con- 
fined, indemnity beginning on the fifteenth day 
of disability and limited to fifty-two weeks. 
Operation fees, according to the usual schedule, 
disability lasts more than two 
weeks, and fifty per cent additional weekly 
indemnity is paid during hospital confinement, 
not including the first two weeks of disability, 
with a limit of twenty weeks. The premium 
for each five dollars of weekly indemnity is $5 
for men up to age 50, $7.50.for men over age 
<0. $7 for women up to age 50, $9.50 for 


women. 


are paid if 


women over age 50. 

The other form is issued only to men, and 
provides weekly indemnity while totally dis- 
abled, regardless of house-confinement, income 
heginning on the fifteenth day of disability and 
limited to fifty-two Operation fees 
according to the usual scheduie are paid if dis- 
ability lasts more than two weeks, and fifty 
per cent additional weekly indemnity is paid 
during hospital confinement, not including the 
first two weeks of disability, with a limit of 
twenty The premium for each five 
dollars of weekly indemnity is $6 for men 


weeks. 


weeks. 


under age 50, and $q 50 for men over age 50. 


—The fire loss in Kansas for 1923 was over four 
million dollars, according to the 
prepared by Elmer E. Scott, Kansas State 
fire marshal. The actual figures for the month of 
December could not be completely compiled as there 
come straggling in during the 


and three-quarter 
figures 


may be some reports 


next several weeks, 
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On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial ‘‘rate-book, set of supplies, and a 
God-bless-you.” 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 


$10,000.00 with $200.00 per Month 
Costs $80.00 a Year 


Pays you as long as totally disabled whether 
kia from sickness or accident. 


Membership 165,000 Claims Paid $5,500,000.00 


Unusual Ageney Opportunities at present in Central 
States 








Our Leading Salesman in 1922 made over $15,000.00 


Business Men’s Assurance Company 


W. T. GRANT, President KANSAS CITY, MO. 














Insurance Record, 1923 


New Insurance... . . $ 96,148,025 
Insurancein Force ... . 719,421,634 
Increase of $58,623,876 which is 
61% of the New Business 


New England Mutual Life Insurance Co. 
BOSTON, MASSACHUSETTS 
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W. A. JOHNSON, Pres. J. A. WALKER, Sec’y and Treas. 


Missouri Life and Accident 








Insurance Company 
ST. LOUIS, MISSOURI 

















NWriow, Ready: 


Kentucky Field Annual 


and Insurance Directory 


1923 Edition 


In its new form, the Kentucky Field Annual and 
Insurance Directory (1923), has just made its ap- 
pearance. Not only does it encompass the usual data 
of companies and agents, by cities, but it sets forth 
in plain language, explanations of the principles of 
insurance, the proper methods of figuring the profits 
in the business and other data helpful in classifying 
as to solvency the several types of carries in accord 
with the state law. 

In addition to the special features these Field Annuals 
give all the data contained in the usual state directory 
—and more. 








THE INSURANCE FIELD CO., Inc. 


P. O. Box 617, Louisville, Ky. 

Send me a copy of the 1923 Kentucky Field 
Annual and Insurance Directory. Enclosed check 
for $5.00 to cover cost. 

ORI eRe aio sta) yale BE wre sia s Wier 6°o. W'S: W'S Mere. raea RTS 
RNR oie eiehses bis ia 39S BIS E Seb wha GaN 
ee DEBLE sc di0 kk Sacuwans 


CAPITAL FULLY PAID $150,000.00 1 
Admitted Assets December 31, 1922 $486,382.00 1! 














THE CHILD’S 20-PAY LIFE OPTIONAL ENDOWMENT 
POLICY OF THE 


GREAT REPUBLIC LIFE INSURANCE COMPANY 


Protects both the child and its parents and includes waiver of ti 
premium in event of permanent total disability of the father, al 
who is the beneficiary. Agents are enthusiastic over its won- 
derful selling features. If you are interested, write for copy 
of ‘‘Making Dreams of Your Children’s Future Come True,” 
and our attractive proposition to agents. yi 


J. R. RAILEY, Manager, E. L. BLACK, State Manager, b 
Southwestern Department, P. O. Box 299, 
401-2_Mercantile Bank Bldg. Newport, Arkansas 

Dallas, Texas. 


W. H. SAVAGE, Vice-President, Los Angeles, California. 











‘‘Keep Southern Money at Home’’ 


YOUNG MAN: If you are already successful but looking for b 
larger opportunities, Investigate the Field, Policy Contracts, a 
and Commissions of ‘‘The Best Company In Dixie” and We ‘ 
Will Grow Together. 


E, C. HINDS, President 


Gtton States |) : 


7 INSURANCE CO-Meneris) x 
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RESULTS SHOWN 


“Observer” Makes Specific Reply to 
Hale Anderson 


SHOWS UNDERWRITING RESULTS 


Evidence of Diminishing Underwriting 
Profits in Fidelity and Surety 
Business 

Hale Anderson, assistant secretary of the 
Fidelity and Casualty Company, in his letter in 
the New York Journal of Commerce of Decem- 
ber 27, says that when “Observer” becomes 
specific in his criticism of the methods and prac- 
tices of the fidelity and surety companies, “he 
displays a not too complete knowledge of the 
subject.” 

Mr. Anderson also indicates his belief that 
the fidelity and surety companies are proceeding 
along right lines. If such is the case, “Ob- 
server” is puzzled to account for the fact that 
in general the underwriting profit of the com- 
panies in their fidelity and surety line is 
diminishing year by year. ‘“Best’s Insurance 
Reports,” 1923-edition, give the following per- 
centages of underwriting profit for the six 
representative companies listed, viz.: American 
Surety, Fidelity and Casualty, Fidelity and De- 
posit, Maryland Casualty, National Surety and 
United States Fidelity and Guaranty. 





a 

= 2 

a nS AT 
1913 ‘1 38.4 5.4 4.6 11.8 
1914 2.6 27.8 15.6 1.3 11,0 
1915 10.6 24,1 20.7 19.8 9.7 
1916 15.5 24.7 16.0 13.9 16.5% 
1917 7.4 13.7 by Ga | 15.6 15.6 
1918 9.2 25.8 12.9 11,2 15.0 
1919 9.8 15.4 19.6 12.6 16.7 
1920 6.5 17.5 tee 2.1 21.1 
1921 5,8 —13.0* 5.3 0.1 13.1 
1922 4.1 11.9 3.3 — 1.8* 12.8 

*Loss, 


Surely the fidelity and surety companies 
should not wait till their underwriting profits 
have fallen to the vanishing point before they 
take concerted action to improve the methods 
and practices of the business. Loose methods 
and practices, unfair though they were to the 
insuring public, may have sufficed in former 
years so far as the companies were concerned, 
but they are utterly out of place to-day. 

“OBSERVER.” 

January 5, 1924. 

U. S. National Publishes Manual 

The United States National Life and Cas- 
ualty Company has just completed its new com- 
bined Commercial and Monthly Premium Pay- 
ment Insurance Manual of Instructions to 
Agents. This manual contains 120 pages of in- 
surance information and instructions not usually 
found in accident and health manuals. 

The publishing of such a manual for each 
main underwriting department is part of the 
educational plan put into operation by the com- 
pany. This manual is the second one in the 
series, the Weekly Payment Manual having 
heen published last July. 


Virginia Legislature Contemplates State 
Fund 

RicHMOND, VA., Jan. 8.—The Virginia Leg- 
islature will convene in biennial session in Rich- 
mond on January 10, and the legislative com- 
mittee of the Virginia Association of Agents 
will hold a meeting in that city on January I1 
to consider proposed legislative measures affect- 
ing fire and casualty insurance. Among these 
is a bill creating a State fund for insuring 
State property against fire, a State fund for 
compensation for State employees and broaden- 
ing of the present compensation act. 

Governor Trinkle’s message to the [Legisla- 
ture has not yet been made public, and his 
opinion on any of these proposed measures is 
unknown. The legislative committee will also 
be interested in the findings of the Commis- 
sion of Simplification of State Government, 
which will be reviewed by Governor Trinkle in 
his message. 


Zurich Agency Appointments 

Joseph H. Masterson & Company, Liberty 
building, Bridgeport, Conn., have been ap- 
pointed agents for the Zurich General <Acci- 
dent and Liability Insurance Company in Bridge- 
port and vicinity. J. H. Masterson is the presi- 
dent of the agency and has been conspicuous in 
newspapers and political circles in Bridgeport 
for many vears. 

J. F. Richards has accepted the local agency 
of the Zurich General Accident and Liability 
Insurance Company for New Rochelle and 
vicinity. He will write all casualty lines. Mr. 
Richards conducts the insurance department of 
the Gascoigne-Bombay Agency, prominent real 
estate operators in New Rochelle. 





Friendly Settlement of Ives Case 


The disagreement between the American Re- 
insurance Company of Pennsylvania and Henry 
W. Ives & Co., concerning commissions on 
business placed with the company by Ives & 
Baird, Henry W. Ives & Co., and Henry W. 
Ives, has been settled out of court on a basis 
satisfactory to all concerned. The company 
has resumed the acceptance of business from 
the Ives firm, there having heen no question 
as to the desirability of the business coming 
from the firm. 

W. R. Baker Wants Commissioners to Take 
Up Separation 

ToreKA, Kan., Jan. 8.—A truce has been de- 
clared in the Western Union and Western 
Bureau separation question in Kansas_ until 
February 1. William R. Baker, following a 
conference in Chicago, has asked for a meeting 
of the fire committee of the National Conven- 
tion of Insurance Commissioners in Chicago 
before January 20 to see if a standard scale 
of commissions can be established. An exact 
date has not been set yet. 


Change in General Agency 


The firm of Johnson, Burnett & Gosling, 
JEtna general agents in San Antonio, Texas, 


1 


will be succeeded by the firm of Burnett & 
Gosling, the entire interests of the former firm 
having been purchased by Arthur C. Burnett 
and Lytle W. Gosling. 


BROADENS NON-CANCELABLE 
SERVICE 

Continental Casualty Issues New Policy in 

Addition to Those Already on Market 

The Continental Casualty Company of Chi- 
cago has issued a new form of non-cancelable 
disability policy at low cost. This policy is in 
addition to several non-cancelable forms of the 
company already on the market, and adds ma- 
terially to the company’s service in this branch 
of the business. 

In announcing the new policy the company 
says: 


The outstanding success of the Continental 
Casualty Company in the writing of non- 
cancelable disability coverage prompts it to 
extend this service to a broader field. It there- 
fore announces that effective January 1, 1924, 
it will issue a low-cost productive period pol- 
icy, which service is in addition to its standard 
non-cancelable disability policies. 

At a very low cost this policy offers perma- 
nent disability protection during the vital years 
of business activity—the years when income 
protection is most needed. This policy con- 
tains all the standard and liberal provisions 
provided in Continental non-cancelable dis- 
ability policies at a premium charge which is 
only made possible by extending this service 
to age fifty. The expiration of this policy does 
not affect claims originating while the policy is 
in force. 

The low cost of the complete protection pro- 
vided by the Continental productive period pol- 
icy is strikingly illustrated by comparison with 
the average premium charged by ten prominent 
life insurance companies for their limited dis- 
ability coverage, which is issued only for 
limited amounts in connection with life insur- 
ance and with a ninety-day waiting period. 


Age Age Age 

30 35 40) 
Productive period policy..... $20.50 $22.00 $25.00 
Average of ten life companies. 19.40 22.85 28.35 


The productive period policy will be issued 
with waiting periods of two weeks, one month, 
two months and three months, subject to the 
company’s standard rules. 





SEEK STANDARD REPORT FORM 
Kansas Industrial Court Calls Compensa- 
tion Underwriters to Conference— 
Meeting Will Be Held on 
January 8 

Topeka, KAn., December 24.—John H. Craw- 
ford, judge of the Kansas industrial court, has 
sent out a call for a meeting of representatives 
of the insurance companies writing compensa- 
tion lines in Kansas for January 8. The pur- 
pose of the meeting is to arrange a standard 
form of accident report blanks to be used by 
the employers in reporting accidents to the 
companies and to the State. 

Fach company and each of the reciprocal 
organizations writing compensation lines have 
a different form of report blank which they 
furnish to employers carrying insurance. The 
State also has a different form of blank which 
it uses for the accident reports to the industrial 
court. The blanks of the insurance companies 
and the State all require approximately the 
same information, but differ in method. 
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CONTINENTAL LIFE INSURANCE COMPANY 


WILMINGTON, DELAWARE 
PHILIP BURNET, President 


SIXTEENTH ANNUAL STATEMENT 
DECEMBER 31, 1923 


Admitted Assets, - - - $6,191,324 
138% of Liabilities 
Liabilities, - - - - - 4,490,634 


Only 73% of assets 


(Capital, $732,580) 
Excess of Assets, (Surplus, 968,310) 1,700,690 


38% more than liabilities #3] * 

New Insurance, - - - - 12,098,371 
A gain of 34% 

Insurance in Force, - - 47,426,811 


Net increase 19% 

















THE EXPERIENCE GRADING 
AND RATING SCHEDULE 


By E. G. RICHARDS 


A practical treatise on the computing of 


FIRE INSURANCE RATES: 


From Actual Experience Costs 


Because of his extensive experience in fire underwriting 
and his close study and analysis of its various phases, 
there is probably no one in the fire insurance business 
better qualified than Mr. Richards to furnish the 
long-sought key to the problem of fire insurance rate- 
making from actual costs. 


FIRE INSURANCE RATING 


is a most important subject and no fire underwriter 
can afford to overlook Mr. Richards’ carefully worked 
out system. 

Cloth Binding, 200 pages 


Price, postpaid, $4 


THE SPECTATOR COMPANY 
Selling Agents 


CHICAGO NEW YORK 


Live Men Wanted 


a the largest life insurance company in the Middle West 
writing both Industrial and Ordinary. 


Only four other life insurance companies in the United States 
have more policyholders than the Western and Southern. 
Now in its 36th year, it is entering a new era of growth and 
offers excellent opportunities at this time to insurance men, 
especially those with Industrial insurance experience. 


The Western and Southern Life Insurance Co. 
CINCINNATI, OHIO 











CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


U. S. Head Office: 
555 Asylum Street Hartford, Conn. 


CHAS. H. POST, U. S. Manager 
R. C. CHRISTOPHER, Assistant U. S. Manager 


UBLICATIONS OF C. & E. LAYTON. 


The undersigned are sole agents in the United States for the old establis’ 
publishing house of Charles & Edwin Layton of London, England, whose long pepe 
dublicdfions on fire, life, marine and other branches of insurance embrace the most 
valuable and standard treatises on these subjects. 

SEND TEN CBNT STAMP FOR CATALOGUB. 


THE SPECTATOR COMPANY 
_135 WILLIAM STREET. NEW YORK 




















SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 


MORE THAN $30,000,000.00 
Paid in Claims during the last 20 Years. 














C. A. CRAIG, President &W. S. BEARDEN, Sec’y-Treas. 
The National Life & Accident Insurance Co. 
Home Office: National Building NASHVILLE, TENN 











Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one pele 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 

















Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L. BRADFORD, Vice-President 
Sound = Progressive = Successful 
Insurance in Force over $112,500,000 
Assets over 12,100,000 


Operates in Texas only 
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LIFE INSURANCE RESULTS 
1923 Figures of Life Insurance 
Companies 


BIG INCREASES SHOWN 


Predictions as to Amount of Business 
Proving Justified by Actual Figures 
Missouri State Life, St. Louts.—-New business 

paid for, including group, revivals and in- 

creases, $155.449,488; increase over 1922, about 
$51,000,000; insurance in force, $475.735,908: 
increase in insurance in force, $90,156,253. 

John Hancock Mutual Life, Boston.—Total 
new paid-for business, about $207,000,000; in- 
crease over 1922, about $47,c00.000. 

National Life, Montpelier, Vt.--New  paid- 
for business, about $57,500,000; increase over 
1922, about $5,400,000. 

New York Life Insurance Company.—-New 
paid-for business, about $602,000,000, excluding 
revivals and increases by dividends and changes: 
increase over 1922, about $69,000,000. 

Reliance Life, Pittshurgh—New paid-for life 
insurance. about $55,000,000: accident and 
health, about $47,co0,000; health, weekly in- 
demnity. 

Union Central Life, Cincinnati—New  paid- 
for business, over $160.000,c00: tncrease over 
1922, more than $30,000,000. 

Connecticut Mutual Life, !lartford—New 
paid-for business, over $79,c00,000; increase 
over 1922, more than St£t,coo,00%. 

Penn Mutual Life, Philadelphia.—-New paid 
for business, about $193.000,000; increase over 
1922, about $36,000,000. 

Connecticut General Life. Hartford—New 
paid-for business, about $140,000,000: increase 
over 1922, about $13,000,000. 

Provident Mutual, Philadelphia—New busi- 
ness, about $90,000,000. 

Bankers Life, Des Moines.—New business, 
about $122,000,000. 

Massachusetts Mutual Life, Springfield — 


New paid-for husiness, ahout $165,000,000; in-. 


crease over 1922, about $15,000,co0. 

Berkshire Life, Pittsfield——New  paid-for 
business about $19,000,000: increase over 1022, 
about $3,000,000. 

Fidelity Mutual Life, Philadelphia —New 
paid-for business, about $=0,000,000: increase 
over 1922, about $9,000,000. 

Pan-American Life, New Orleans—New 
paid-for business, about $31,000,000: increase 
over 1922, nearly $10,000,000. 

National Life of U. S. A., Chicago —New 
paid-for business, about $30,000,000: increase 
over 1922, about $5,000,000. 

State Mutual Life, Worcester—New paid-for 
business, about $54,000,000; increase over 1922. 
about $7,000,000. 

Mutual Life, New York.—New paid-for busi- 
hess, over $400,000,000; increase over 1922, 
about $8,000,000. 

Travelers, Hartford.—New paid-for life busi- 
hess, about $691,000,000; increase over 1022, 
about $134,000,000; life insurance in force, $2,- 
437,000,000; increase, about $381,000,000. 
Etna Life, Hartford—New paid-for life 


husiness, over $220,000,000, excluding group and 
wholesale. 

Illinois Life, Chicago.—New paid-for busi 
ness, over $25,500,000; insurance in force, over 
$150,000,000. 

Phoenix Mutual Life, Hartford.—New paid- 
for business, about $52,000,000; increase over 
1922, about $5,000,000. 

Pittsburgh.—Insurance — in 

Life, $255,860,686; acci- 
dent, $111,335.277; weekly indemnity health, 
$345,481. 

Mutual Life, New York.—New paid-for busi- 
ness, about $408,000,000. 

Manhattan Life, New York.—New paid-for 
husiness, $12,933,172; increase over 1922, $2,- 


Reliance Life, 


free, December 31: 


172,460: in force, December 31, $75,957,059; in- 
crease, $4,538,874: increase in surplus, 1923, 
$185,300; increase in surplus, 1922, $144,600. 

Provident Mutual Life, Philadelphia -—-New 
paid-for business, $03,094,926: increase over 
1922, over $3,500,000; in force December 31, 
1923, $657,609,790; increase, $47,500,000; assets, 
$145,391,251; increase, $11,700,000; surplus ap- 
portioned, $5,462,140: mortality fluctuation 
fund, asset depreciation fund, etc., $7,533,201. 

Penn Mutual Life, Philadelphia.—New busi 
ness, about $193,000,000; increase over 1922, 
about $36,000,000. 

Life and Casualty Insurance Company, Nash- 
ville, Tenn.—New paid-for business, about $10,- 
00,000; increase over 1922, about $3.300,000. 

National Fidelity Life, Kansas City.—New 
paid-for business, about $5,000,co0; increase 
over 1922, ahout $1,400,000. 

North American National Life, Omaha. 
New paid-for business, about $3,000,000; in 
crease over 1922, ahout $1,500,000. 


CLEVELAND LIFE INCREASES CAPITAL 
$125,000 Stock Dividend Declared—$125,- 
000 Mere Authorized and Will Be Held 
in Treasury 


At a specially called meeting of the stock 
holders of the Cleveland Life Insurance Com- 
pany held at 10:00 a. m. Monday, action was 
taken increasing the authorized capital stock 
of the company from $250,co0 to $500,000. 
Immediately following the board of directors 
met and declared a dividend of 50 per cent of 
the increase, to be distributed to the stock- 
holders and the remainder of the authorized in- 
crease to remain in the treasury to he disposed 
of in such manner as the board of directors will 
hereafter determine. 

The affairs of the company now show the 
condition of its surplus to be more than ample 
to provide for all possible contingencies, and, 
furthermore. sufficient to warrant the distribu- 
tion of a portion of the surplus as originally 
paid in by the subscribers, amounting to 
$125,000. 

The Cleveland Life began business in 1907. 
The present management assumed control early 
in 1909. President William H. Hunt states 
that the review which will be presented to the 
annual meeting of the company in January will 
show the usual yearly substantial growth and 
development. 


Effects of Illicit Beverages 

In line with the facts given in the interview 
with Dr. J. M. Doran, head of the Industrial 
Alcohol and Chemical Division of the United 
States Bureau of Internal Revenue, as printed 
in THe Spectator of December 20, 1923, under 
the title “To Your Health!” concerning the 
injurious effects of bootleg and moonshine 
whiskey, are the recent remarks of D. P. 
Markey, who has just resigned after long ser- 
vice as supreme commander of the Maccabees. 
Mr. Markey said that broken constitutions and 
men decrepit and dying from the destructive 
effects of the deadly by-products of ignorant 
distillation will form a serious insurance prob- 
lem in the next few years. rte further stated 
that 


, 4 
The kick which drinkers of moonshine igno- 
rantly delight in is practically always caused 
hy a deadly drug which shoots the liver and 
kidneys full of holes and destroys the powers 
of the other internal organs. Moonshine will 
kill slowly or quickly every man who drinks it 
and no drinker can escape. 

Tt is our duty both as fraternalists and as 
insurance men to instruct our membership as 
to these truths. The Maccabees through its 
thousands of lodges in the United States has 
begun a campaign of education to all its mem- 
bers. If insurance bodies do not wake up 
to this danger, they will face serious conditions 
in the next few years. Danger of loss of mem- 
bership by death and physical and mental break- 
down is a real one that must be handled now. 

“To Your Health!” has been published in the 
form of a leaflet. to fit in a Number 6 envelope, 
ind life insurance companies are performing a 
valuable service to their policyholders and to 
the public at large, as well as helping to assure 
a normal future mortality rate, by sending these 
leaflets out with premium notices. 


Northern Life Managers Meet 

A meeting of the managers of the Great 
Northern Life in the various States in which 
it operates was held at the Morrison Hotel, 
Chicago, recently, this heing the first meeting 
of managers since that company joined with 
the Central Business Mens Association. ‘This 
meeting was called in order to discuss the best 
means for increasing business during the year 
1924 and to arrive at a dividend basis after 
consultation with the sales force on certain 
new accident and health policies which the 
company anticipates introducing during this 
particular year. Considerable time was also de- 
voted to the discussion of general problems as 
connected with life insurance. 


New York Legislature Appoints Insurance 
Committee 

Apany, N. Y., January 7.—Speaker H. 
Edmond Machold has announced membership 
of the Assembly insurance committee for pres- 
ent legislative session, as follows: Messrs. 
Hutchinson, Fulton-Hamilton; Wheatley, Mon- 
roe; Eldridge, Warren; Dunmore, Oneida; 
Kirkland, Cattaraugus; Freiberg, Erie; Stone, 
Onondaga; Dayton, Queens; Merriam, Schenec- 
tady; Conroy, New York; Eberhard, Bronx; 
Steingut, Kings; Tonry, Kings. 
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A Wider Field— 


Age Limits from 0 to 60. 


;- Our Agents Have 


An Increased Opportunity Because We Have 





ly Premium plan. 


0. Cc. L. BUILDING 


Participating and Non-Participating Policies. 


Same Rates for Males and Females. 


Double Indemnity and Monthly Disability Income features for 


Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE COMPANY oy om 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through | 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. \ | | Trade | | 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, 1. e. Annual, Semi-Annual or Quarter- 
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A TEXT BOOK 


LIFE INSURANCE 


By S. S. HUEBNER 





This book is designed to be a comprehensive text 
book adapted to the needs of all persons desiring 
a clear and simple exposition of the subject. The 
author has had in mind particularly the needs of 
life insurance solicitors and others in the business, 
and of students in colleges and high schools. ‘To 
fulfil this purpose it has been the author’s object 
to bring together in compact and classified form the 
essential facts, principles and practices of the life 
insurance business, and to present them in a simple 
untechnical manner. The book does not attempt 
to discuss the highly technical aspects of the busi- 
ness, such as the specialist may desire; instead its 
purpose is to treat comprehensively those phases 
concerning which the average student, layman and 
solicitor should be informed in order to have a clear 
understanding of the nature of life insurance and 
the family, personal and business uses to which 
it may be put. 


THE SPECTATOR COMPANY 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company of 
New York has a record of EIGHTY YEARS 
of prosperous and successful business. It has 
passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight 
decades of endeavor, offers financial strength, 
reputation, magnitude, leadership, and _ life 


insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street New York 






























































HOW ONE MAN’S PROBLEM WAS 
SOLVED 


Unusual? No! Just Not Generally Known; 
Hence This Story 


By Minor MortTon 


An agent of one of the leading life insur- 
ance companies of the country recently called 
to see a farmer with the idea of selling him 
a policy. The farmer told him that he was 
wasting his time, that he couldn’t pay the 
premium. The agent, thinking the farmer had 
told him this merely to get rid of him, sug- 
gested various ways by which the difficulty 
could be overcome. The farmer said that the 
agent did not understand the situation and 
that he would put the case before him so that 
he could see for himself how useless it would 
be to continue the interview. The following 
is the statement the farmer made: “‘Eighteen 
months ago my wife gave birth to a little 
girl. Since that time she has been in the 
hospital continuously. Three expensive oper- 
ations have been performed, with trained 
hurses in attendance all the time. The baby 
has required a special nurse continuously 
since its premature birth, and I have had to 
be with my wife so much, because of her 
serious condition, that it has been impossible 
for me to give my little farm the attention 
it required. As a consequence I am hope- 
lessly in debt. Hospital bills and surgeon’s 
fees had to be paid. The bank in town holds 
a mortgage on the place for $1,500. A 
widow woman, a neighbor, holds another 
mortgage for $800. Another bank holds a 
third mortgage for $300. My wife’s sister 
has loaned me $100 and holds a fourth 
mortgage. J have been buying food, gro- 
ceries, clothes, medicines, ets., from the stores 





in town ‘on credit,’ and they have told me 
they cannot let me have anything more until 
I pay them something on account. I don’t 
blame them. They have been awfully nice 
to me as it is. The banker who holds the 
$1,500 mortgage told me yesterday that I 
will have to put up additional security when 
the note comes due, about two months from 
now. Of course I can’t do it. I won't even 
be able to pay the interest. God knows I 
need life insurance. The stores won't sell 
us anything to eat or wear, not even medi- 
cines; and if that banker sells the farm and 
I have to take my invalid wife and baby 
out into the world, with no home and no 
money and no credit, I don’t know what I 
may be driven to do. I might lose control of 
myself and end it all, and the insurance 
money would take care of them.” 

Thirty years ago an agent, under such 
circumstances, might, perhaps, have said to 
the farmer—‘‘You are in a h— of a fix, 
old man. I am sorry for you but I must be 
moving on to see the man who lives in the 
big house down the road. I am sure he is 
in good shape financially and can pay the 
premium on a nice policy.” 

The incident we are discussing, however, 
occurred during the year 1921, and this 
modern agent, with the modern conception 
of the duties and privileges of a man in his 
profession, always on the lookout for oppor- 
tunities to render service, said to the farmer: 
“You are in a peck of trouble, my friend, 
but I believe I can help you. I'll be back to 
see you tomorrow.” The agent then went 
to town, called on the banker who held the 
$1,500 mortgage, and told him just what 
the farmer had told him. He pointed out to 
the banker that he could not afford to sell 
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this man out under the circumstances, be- 
cause the conditions were known by every- 
one in the county, and the community would 
condemn him if he turned these helpless, 
people out into the road. The banker was 
also reminded that this farmer had always 
been honest and industrious, and had always 
paid his debts until this unforeseen and un- 
avoidable misfortune had overtaken him. 
The banker agreed that he would dislike very 
much to be forced to foreclose his mortgage 
and asked the agent what could be done to 
avoid it and, at the same time, protect the 
interests of the bank. The agent then gave 
him the plan he had worked out. 

He told the banker that he wanted him to 
lend the farmer $5,000; which would enable 
him to pay all his other creditors, satisfy the 
other mortgages and restore his credit with 
the stores. It would also put some money in 
his pockets where he could feel it with his 
fingers now and then, and go about among his 
neighbors once more, with his chin up, and with 
confidence in himself and in the future re- 
stored. This arrangement would concentrate 
his indebtedness, and he would be in a frame 
of mind which would stimulate him to exert 
himself to the utmost in an earnest effort to 
pay the debt. The banker replied that the 
plan was good as far as it went but that the 
farmer might die before he completed pay- 
ment. Then the agent said: “‘Here is where 
I come in. I will sell the farmer a $5,000 
policy made payable to the bank in the event 
of his death, and any surplus which may re- 
main after the bank’s debt is satisfied will 
go to the widow and baby.”’ The banker 
quickly saw the point and told the agent he 
would be glad to fix the thing up as suggested. 

The agent called on the farmer the next 








day and told him about the arrangement he 
had made. The farmer’s gratitude can be 
imagined. The agent had saved his home 
and his self-respect, possibly the very lives 
of his wife and baby. Everybody in the 
county heard about the agent’s genuine serv- 
ice to this farmer, and in addition to his com- 
mission on this $5,000 policy he sold policies 
to a large percentage of the people of the 
community who found that he could also 
help them to solve many of the problems 
which had been troubling them. 

Incidents like this are not unusual nowa- 
days. Life insurance agents are trained, in 
the leading universities of the country and 
in schools conducted by the various com- 
panies, to ferret out opportunities where life 
insurance can be of service to individuals and 
corporations in helping them to solve some 
of their problems, and in assisting them to 
develop successfully plans which may be al- 
ready formed or which, at the time. may be 
only nebulous dreams. 

Modern life insurance agents are among 
the most capable and useful citizens of their 
respective communities. When you are Ww 
doubt and want advice, consult them. [hey 
are resourceful and may be able to help you. 
[Companies and general agents desiring lo 
use this article will please correspond with 
THE SPECTATOR. | 


Life Presidents’ Proceedings Published 

The printed proceedings of the seventeenth 
annual convention of the Association of Life 
Insurance Presidents, held at the Hotel Astor, 
New York, on December 6 and 7, 1923, were 
issued on Friday, December 28, and copies are 
now being mailed to life insurance executives 
and agents, supervising officials, libraries, insur- 
ance journals and daily newspapers throughout 
the United States and Canada. 

The volume comprises 182 pages with index, 
and in addition to the 1923 trends in life insur- 
ance, including new business and investments, 
contains an international survey ot blood pres 
sure statistics and a discussion of Insulin, the 
new remedy for diabetes, in its relationship to 
life insurance. 

138 Million Dollars Loaned by the 
Prudential 

Mortgage loans totaling $138,000,000 were 
made by the Prudential Insurance Company of 
America during 1923. Of this sum $58,000,000 
was loaned on dwellings and apartments, built 
to accommodate 19,c00 families, and $45,000,000 
went into farm loans, the balance representing 
loans for stores, office buildings, etc. 

In December the company’s new housing 
loans amounted to $7,000,000, providing ac- 
commodations for 2300 families. 

On December 31 the Prudential had $410,- 
000,000 invested in realty mortgages. 
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GATHERING VITAL 
STATISTICS 


Figures Subjected to Severe Tests 
Before Issuance 


CENSUS BUREAU METHODS 


Ultimate Reports Give Indication of Heaith 
Conditions and Increases in Population 
Probably no Government service is of more 

importance to the insurance industry of the 
United States than that provided by the Census 
Bureau of the Department of Commerce 
through its Weekly Health Index, which shows, 
week by week, death rates and infant mortality 
rates in cities of 100,000 population or over 
in what is known as the registration area of 
the country. 

Probably 85 per cent of the population of 
the country is covered by this wee'sly service, 
which is compiled and disseminated by Dr. 
William H. Davis, chief statistician tor vital 
statistics. The first report was issued on 
October 6, 1917. with figures furnished by forty- 
two cities. The number of cities has steadily 
increased, until, at present, seventy-two cities 
repart regularly. Four large cities. however, 
have so far resisted the efforts of the bureau 
to enroll them—they are Hartford, Conn.; 
Elizabeth, N. J.: Reading and Scranton, Pa. 


Thursday 


lf these cities make reports, the bureau's weekly 
index will cover every city of 100,000 or over 
in the registration area. 

Every effort has been made to minimize the 
work which the reporting cities are called upon 
to perform. Beginning early on Monday morn- 
ing the first telegraphic reports arrive in Wash- 
ington; all these telegrams—sent at the Goy- 
ernment’s expense—must be in Washington by 
10.30 a. m., Tuesday. They are followed by 
letters verifying the telegraphed figures. The 
figures, upon arrival, are tabulated and analyzed 
by Mr. Davis’ assistants, and are issued in the 
familiar form for the use of insurance com- 
panies and others interested. 

In addition to the figures from the farge 
cities, the bureau receives each week tele- 
graphed reports from ten of the largest indus- 
trial insurance companies, showing the number 
of policies in force, the number of death claims 
and the number of deaths per 1000 policies in 
force (annual rates). This information has 
been furnished the bureau since June 14, IoI9. 

What is known as the registration area com- 
prises those States that have laws under which 
accurate records are kept of all births and 
deaths. Strange as it may seem, more States 
keep death records than keep births. The death 
registation area covers thirty-eight States, the 
District of Columbia and fourteen cities in non- 
registration States, and covers 87.6 per cent 
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A Real Saving 


Every executive is on the alert for opportunities 
to decrease overhead without lessening the margin 
POLICIES DO MORE 
By eliminating the examination of abstracts, our 


National Title insurance policies effect a real saving. 


Ask for our special booklet T. S. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 


135 Broadway, New York 
Capital, Surplus and Undivided Profiis more than 


American Trust Company 
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$10,000,000.00 


Affiliated with the 

















24 








In 


me 


ay 
are 
all 

the 
BI. 
are 
occ 
pet 
Sir 
del 


pos 








day 


-ekly 
over 


> the 
upon 
10rn- 
’ash- 
Gov- 
n by 
d by 
The 
vzed 
1 the 
com- 


large 
tele- 
idus- 
mber 
aims 
es in 
has 
1919. 
com- 
vhich 
and 
tates 
leath 
, the 
non- 
cent 














January 10, 1924 


THE SPECTATOR 


LIFE INSURANCE SECTION 





unlimited production. 


rights. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 
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of the country’s total population; the birth reg 
istration area covers thirty States and the Dis 
trict of Columbia, and covers 72.2 per cent of 
the population. 

In the death-registration area, which is of 
most importance to the insurance industry, three 
States—Nevada, Arizona and South Dakota— 
have laws which do not and cannot secure good 
registration of deaths; for example, laws based 
on the “county system.” Seven States—North 
Dakota, New Mexico, Texas, Oklahoma, Arkan- 
sas, West Virginia and Alabama—have laws 
“under trial,’ that is, good registration laws, 
but which have not been in force sufficiently 
long to bring registration up-to 90 per cent, the 
minimum demanded by the Census Bureau he 
fore it will include a State in the registration 
area. .\ll other States actually register at least 
90 per cent of all deaths. 

The figures issued by the Census Bureau, cov 
ering births or deaths in the registration area, 
do not include figures either from States with 
unsatisfactory laws or from those with laws 
under trial. Tlowever, the bureau will accept 
and include in its reports statistics from such 
cities in non-registration States as have munic- 
ipal ordinances under which registration is at 
least co per cent complete. The Weekly Health 
Index, includes figures from 
Dallas, El Paso, Fort Worth, 
Galveston, Houston and San Antonio, Texas: 
Okla.; Fargo, N. D.: Sioux Falls, 
Wheeling, W. Va., and Birmingham, 
Mobile and Montgomery, Ala. 


accordingly, 
Beaumont, 


Oklahoma, 
S Be 


Before a State can enter the registration area 
it is required to show conclusively that it is 
reporting at least 90 per cent of its births or 
deaths—and reporting them accurately. The 
mere statement by State officials to that effect 
is not sufficient; it is put to a rigid test. When 
a State applies for inclusion in the registration 
area, Dr. Davis explained, letters are sent to 
all postmasters in the State asking them for 
the names of pastors in their communities. 
Blanks are then sent to these pastors and they 
are asked to show thereon all births or deaths 
occurring in their congregations during a stated 
period of two, three or four designated months. 
Similar blanks are sent to hospitals, rural free 
delivery carriers and others who may be in a 
Position to know of deaths or births. 

When these blanks, all covering the same 


period, of course, are received in Washington, 
they are checked, duplicates are weeded out and 
any reports furnished hy persons who may be 
registration officers or reports apparently copied 
from registration records are eliminated. The 
result should be a record, independently gath- 
ered, of births or deaths in a State or com- 
inunity for a specified period. At the same 
time, men from the Census Bureau are sent into 
the field to gather up loose ends of informa- 
tion and to check the resulting list against the 
State. Unless this 
Bureau shows that the 


records compiled by the 
check by the Census 
State agency correctly recorded 90 per cent 
or more of the births or deaths it is not included 
in the registration area. 

The advantages of the Weekly Health In- 
dex and other similar reports prepared by the 
Division of Vital Statistics are, of course, mani- 
fold. The checking of birth statistics against 
death statistics, for instance, indicates the in- 

This is of 
value to State and local governments in plan- 
it is of untold value 
to insurance companies, ever seeking to perfect 
their statistical tables; it is of value, too, to 
manufacturers of certain commodities. A stead- 
ily increasing birth rate in any community, for 
children’s 


decrease of population. 


crease or 


ning various improvements; 


example, shows manufacturers of 
products where they can build up markets. 

To-day, the Weekly Health Index covers 85 
per cent of our population, but it is the firm 
helief of Dr. Davis and other census officials 
that the day is not far distant when our birth 
and death records will be too per cent complete. 

Pay as You Enter 

Suppose every one of your prospects had a 
ticket booth and cashier av his office railing 
And suppose that 
admission cost vou, say, $2.50 plus to per cent 


and you had to pay to get in. 


war tax or $2.75. 

If this were an actual cash outlay out of 
your own pocket—if you really had to pay 
$2.75 to get into the prospect’s office, it’s a 
cinch you would be prepared to get your money’s 
worth. Mr. Prospect’s “Busy Day,” “Glad to 
so into this with you next month,” would roll 
like water off a duck’s back if you knew you 
had something which would arrest his imme- 
diate attention. “Am loaded up with life in- 
“Am putting every possible cent in 


surance,’ 


or 
baat 





my business,” would not terminate the inter- 
view because you would have prepared a very 
definite message for him to hear; you would 
have had a real proposition ready for him, be- 
fore you planked your good cash down on the 
counter. 

As a matter of fact it is costing you $2.75 
more or less of your money to get into your 
prospect’s office; not for each application, but 
for each call; all out of your salary that you 
earn for yourself. Your only possible divi-- 
dend is an application. 

This way of looking at it emphasizes the 
necessity of laying the ground work for pro- 
ductive calls—making every call count. 

A prospect sold to-day does not have to be 
closed to-morrow.—Service Bureau Bulletin, 
Union Central Life Insurance Company. 
Company Pays Widow of Hanged Murderer 

Shortly after Al. Kels, convicted in the Lodi, 
Calif., murder case, was hanged at Folsom 
Prison last Friday, the California State Life 
Insurance Company paid his widow $10,000 on 
a policy of life insurance which the executed 
man had carried in that company. Besides the 
policy in the California State Life, Mr. Kels 
had two other policies for $25,000 which were 
written by the New York Life. It was reported 
that the New York Life, some time ago, had 
offered $3000 in premiums to the widow but 
that this had been refused, and she had then 
stated that if Kels hanged and pay- 
ment of the policies in full was not made, she 
would bring suit to recover. 
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The Life Insurance Trust 


3y WILLIAM 


W. HoFrFMAN 


Vice-President and Trust Officer, National City Bank of New York 


We have recently heard much discussion 
from high authorities on fundamentalists and 
individualists. I think I can safely say that 
we here are all fundamentalists and that our 
creed is a very simple one. We believe in life 
insurance for everyone, now, at all times and 
forever. 

Life insurance is the one greatest power for 
the economic development of the individual, the 
family and the State. It is a great business, 
a great co-operative savings bank and a great 
trust for the people, all combined. 

It is important to create the estate—it is 
equally important to perpetuate it. That is 
where trust companies and banks doing a trust 
business come in. We stand ready to assist 
in the preservation of estates created through 
life insurance payments. The life insurance 
trust is one of the methods adapted to accom- 
plish this preservation. 

There is no competition between us and life 
insurance companies, there is merely co-opera- 
tion, and we offer an additional method of 
dealing with this problem of diminishing the 
waste which unfortunately to-day is incident 


Extracted from an address before the Life Under 
writers Association of New York, January 8, 1924. 





Massachusetts Mutual Life 
Insurance Company 


of Springfield Muss. 


Incorporated in 1851 


‘Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
reasons why the name Massachusetts 
Mutual is synonymous in the mind of the 
insuring public with all that is best in life 
insurance. During the seventy-two 
years of the Company’s history its policy- 
holders have ever been its loyal friends 
and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencies 











to so many of the lump sum insurance payments. 

The wastage from worthless or almost wortn- 
less investments, as near as it is possible to 
estimate, can be placed annually at close to 
$1,000,000,000, and it is safe to say that the 
greater part of this sum comes from the life 
insurance payments. 


A TyprcaL CASE 

Shortly after I was put in charge of the 
trust department of the National City Bank, | 
came in contact with a case which was extremely 
sad in its consequences, and all the more so as 
it could have been so easily prevented. The 
facts were these: one of our clients died out 
West and life insurance was collected by us 
amounting to $25,000. He left a widow and 
two children about ten and twelve years of 
age. We invested the $25,000 pending the 
widow’s return to New York. When she came 
East she told us that there was about $50,000 
in the estate in addition to the insurance money, 
and said she doubted if she could live on the 
same scale as during her husband’s life, as 
the income from $75,000 would not permit it. 
After about a month’s time the bonds started 
to be withdrawn from the bank, and inside of 
two weeks the whole of the $25,000 of bonds 
had been withdrawn. A little later the widow 
again came to the bank and told us how she 
had been induced to speculate, placing these 
bonds as margin, and that the whole had been 
lost. I have since heard that the same has 
happened to most of the estate. We were 
powerless to prevent it as we had not been 
appointed executor or trustee. The deceased, 
by placing the insurance money and estate in 
trust, could have insured a fixed income to his 
wife for her life, with sufficient expenditures 
out of principal to educate the children, and 
the balance of principal preserved for them. 
Neglecting to do this, his wife was thrown 
at the mercy of speculators, whose advice she 
listened to, and the children were deprived of 
all chances of having the education which had 
been mapped out for them. 

On talking over this case with my associates, 
we decided there existed a great field for con- 
structive co-operation between life insurance 
companies, underwriters and trust companies 
and banks doing a trust business. To assist 
in developing this thought we published over 
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a year ago, a booklet entitled “The Modern 
Insurance Trust.” 

The financial editor of one of the large New 
York dailies was much struck with the ideg 
and its bearing on the general question of 
family economics, to which the paper was de- 
voting much attention. An article was pub- 
lished on the subject of the life 
trust and it gave the idea wide publicity. 

We have been so much impressed by the im- 
portance of this subject and the assistance that 
the pamphlets afforded life insurance under- 
writers, that we have now prepared an entirely 
new booklet which we think deals with the sub- 
ject in a better way to meet the requirements 
of the life insurance underwriter. 


insurance 


Tue Trust AN Otp IDEA 
Now exactly what is a trust? Some people 
seem to think there is a lot of mystery about 
it, yet it is one of the oldest forms of convey- 





“You may talk too much 
on the best of subjects,” 
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ances known in English law. There are sev- 
eral old English trusts which would be 
extremely popular if allowed in this country to- 
day. An old trust created in the thirteenth cen- 
tury by a graduate of Oxford University left 
money to a trustee, the income to be spent in 
supplying a certain college at Oxford with 
free beer on all occasions. 


Its NATURE 

A trust is a conveyance of property; it can 
be securities, bonds, or insurance policies; it is 
a conveyance to another who takes title and 
manages the property according to the specific 
instructions contained in the deed of trust. The 
trustee manages the property during a certain 
length of time, paying the income to designated 
beneficiaries, either the wife, or children or a 


- relative. When the time fixed for the trust 


to run has expired, the trustee then distributes 
the principal to those people who have been 
designated beforehand in the trust instrument. 

A trust can be created in two ways: 

1. By deed, which goes into effect at once, 
or 

2. By will, which does not go into effect 
until the will is probated. 

Life insurance policies can be placed in either 
kind of trust. 

There is a time limit, as it is contrary to 
public policy to tie up property forever. In 
New York State the time limit is two lives in 
being. For example, a trust might be created, 
the income to be paid to the wife during her 
life and after her death the income to be paid 
to the daughter during her life and on the death 
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of the daughter the principal to be distributed 
to the grandchildren. The trust lasts during 
two lives—the life of the wife and the life of 
the daughter—after that the principal is dis- 
tributed. 


Its CHIEF DISTINGUISHING FEATURE 

A trustee can be given discretion in making 
payments to the beneficiaries. He can accu- 
mulate income during the life of a child and 
only pay so much as is necessary for educa- 
tional purposes; he can be given discretion to 
make disbursements out of principal for the 
purpose of educating a child, in case it is be- 
lieved the income will not be sufficient; or he 
can be given discretion to make payments to 
the widow in special cases, as in sickness. He 
can be given discretion to make payments up 
to a certain amount, to a boy at the time he 
starts in business. 

Discretion is essentially the function of a 
trustee, and it is this elemem which distinguishes 
it especially from the annuity payment of the 
Their relationship 
with the insured is entirely a contractual rela- 
tionship, but a bank or trust company is allowed 
by law to assume the relationship of trustee, 
and in this relationship the duty of exercising 
discretion can be imposed. 

Now as to preservation of property by the 
trustee—How is this accomplished? First of 
all the law imposes upon the trustee a very 
high duty of care in the making of investments. 
[f the courts believe they have not lived up to 
this duty, and a loss occurs in the investment 
of trust funds, they hold the trustee absolutely 
liable for the loss. 

Insurance money when paid to a corporate 
trustee is invested by a commfttee of experts 
instead of by a widow or children having no 
experience. The large banks and trust com- 


life insurance companies. 


panies have investment committees, who are in 
turn checked by special committees taken from 
the board of directors. These investment com- 
mittees decide upon the investments to be 
placed in the trusts and these trusts are reviewed 
at least once a year and some more frequently. 

Comparison of the yield between the annuity 
payment and the insurance trust is difficult. 
In the trust the income yield depends upon the 
investment power given to the trustee and upon 
the securities in which the trustee has made 
investments. 


KINDS OF INVESTMENTS 

A trustee can be given discretion to invest 
funds in other than legal investments. In that 
event he would invest the insurance money in 
conservative bonds which bear a higher yield 
than Liberties or municipals. If no discretion 
is given the trustee, he would be bound to make 
investments in securities known as “legals,” 
which at present show a yield of between 4% 


4 


4 per cent. 

After all, the fundamental purpose of life 
insurance companies is to sell life insurance, 
and methods of paying principal are a mere in- 
cident. Where the insurance trust best fits the 
need of your prospect the best means of plac- 
ing the insurance is to develop it in conjunction 
with a trust. The insurance trust idea helps 


you place the insurance. 
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Where there are a large number of policies 
in different companies; where a special pur- 
pose is to be accomplished, as insurance to pay 
inheritance taxes; where unforeseen conditions 
may arise which it is important to provide for 
through giving discretion to a trustee—these 
are examples of some of the cases where an 
insurance trust will be desirable. Above all, 
help protect the estate from being wasted. 

It is well recognized that it is through trusts 
that most of the old fortunes in New York 
have been kept intact for many generations, 
and that where trusts have not been created in- 
herited fortunes have generally become dis- 
sipated in one or two generations. The same 
is equally applicable to estates created through 
life insurance. 

It is the duty of all life insurance under- 
writers to familiarize themselves with the 
methods of operation of an insure 1ce trust, the 
field which it covers and how it can be set up. 
Of course it should be drawn up by an attor- 
ney. This is just as important as in a will, 
but the life insurance underwriter can give use- 
ful advice from his special experience. His 
knowledge of insurance trusts will enable him 
to increase his efficiency as a salesman and his 
services to the public. 

The business of life underwriters is now a 
profession, and I do not know of any profes- 
sion which renders the public a greater service. 
You become true financial advisers in planning 
for the future of the family, enabling a man 
to increase his savings during his lifetime, 
and to pass on and preserve for his family an 
estate which will continue for two generations 
after his death—a continuing monument. 

As I have said, knowledge of the functions 
of the insurance trust and its possibilities is im- 
portant for you, and the officers of banks and 
trust companies stand ready to give you infor- 
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mation at any time and to assist you in any 
of your particular cases. We are here to co- 
operate with you in this great work for the 


future. 


Sales Methods of 222 Life Insurance Field 
Men 

Under the above caption, a book has been 
issued by the Mutual Underwriter Company 
which comprises the experiences of over 200 
life insurance salesmen in their daily work. 
The list of those contributing to this symposium 
of selling methods embraces the names of many 
well-known life underwriters. The book con- 
tains 224 pages, is bound in cloth, and sells 
at $1.85 per copy. It may be obtained through 
The Spectator Company, New York. 
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The most obdurate prospect is never averse 
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dition. Therefore to get a man’s consent to 
be examined is one long step toward a sig- 
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Elementary Vital Statistics 


By Dr. FrebERICK L. 


Consulting Statistician, Prudential 


Actuaries, medical directors and the medical 
profession, as well as students of social science, 
will welcome a new edition of Sir Arthur News- 
holme’s Elementary Vital Statistics, a ‘stand- 
ard work of reference on a most important sub- 
ject, and perhaps the only work of its kind 
that has met the test of a really trustworthy 
and practically useful text book. The new edi- 
tion has been considerably enlarged upon, been 
entirely rewritten and brought down to date, 
with many illustrations and observations de 
rived from American sources. Sir Arthur was 
the former Chief Medical Officer of the Local 
Government Board and for some years Health 
Officer of Brighton, where he had unusual ad 
vantages in testing his theories on actual prac- 
tice, as best illustrated by his two years of 
teaching experience in the Public Iealth School 
of Johns Hopkins University. 

The new edition published by George .\Ilen 
& Unwin, Ltd., is divided into two sections. the 
first being devoted to vital statistics in the mor¢ 
restricted sense, while the second deals with 
methods and miscellaneous subjects. The book 
reveals the enormous progress which has been 
made during the recent years in developing 
vital statistics to a recognized branch of medi 
cal science since the first edition was published 
Following an all too brief introduc- 
scope of vital statistics and 
written 


in 1883. 
tion on the 
demography come separate and well 
sections on Population, Marriages, Births and 
the necessary amplification of fecundity condi 
tions in the direction of a declining birth rate. 


or artificial methods of curtailing population 
increase. 

There is an important chapter on the 
Registration of Sickness, a subject which as 


yet is in the infancy of its development along 
really practical and useful lines. There is a 
reference to the Framingham experiment of 
controlling the incidence of tuberculosis and 
other preventable diseases, but as to this much 
more evidence is required before the conclusion 
advanced can be accepted as trustworthy and 
applicable to health promoting agencies gen- 
erally. 

Extended consideration is given to the cer- 
classification of 


tification, tabulation and 

deaths and their numerous and often conflict- 
ing causes. Sir Arthur points out the many 
fallacies inherent in the consideration of a 


single cause of death or condition predisposing 
to a particular disease. He fails, however, to 
refer to the Budapest System of a dual classi- 
fication, which, if adopted, would overcome 
many of the more serious difficulties to which 
he refers. He naturally emphasizes the value 
of the international classification of causes of 
death, including a brief discussion of a patho- 
logical vs. an anatomical classification. 


CompuTInc DEATH RATES 
The simple yet often complex problem of 
computing trustworthy death rates is considered 


at length. As might have been expected, ex- 
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HorFMAN 


Insurance Company of America 


tended attention is given to standardized death 
rates, with observations on both the direct 
method of standardization and the indirect 
method. As regards the latter, he points out. 
“by the use of this method, knowledge and 
use of the district death rates at each age is 
not required and much labor is thereby saved,” 
Ife deals all too briefly with the criticisms 
which have been advanced in the case of stand- 
ards or the choice of a suitable standard ap- 
plicable to often widely varying conditions. It 
may be said in this connection that it would 
have been better if more emphasis had been 
given to the calculation of precise death rates 
hy divisional periods of life rather than to the 
use of a hypothesis which fails to convey a 
thoroughly conclusive idea upon the minds of 
the general public. 

The use of life tables is first discussed in 
their historical aspects, with many useful illus- 
trations, followed by a chapter on the methods 
of calculating the duration of human life, 
which, it is pointed out, is complicated by va- 
rious methods in use: first, The Mean Age at 
Death; second, The Probable Duration of Life; 
third, The Mean Duration of Life; fourth, The 
Expectation of Life, or Mean A fter-Lifetime; 
fifth, The Number Living Out of Which One 
Dies Annually. There are reasons for believ- 
ing that life tables do not, in many cases, rep- 
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resent the true measure of changes in duration, 
being calculated, as of necessity they must be 
upon a census population ascertained by one 
method and at two intervals wide apart, and 
upon deaths collected by another method, rep- 
resenting many transients who may not have 
figured in the original census returns. Sir 
Arthur draws attention to the effect of the birth 
rate upon the mean age at death, discussing 
briefly the perplexing problem of a falling 
death rate which has now reached a figure 
which in former years was considered ahso- 
lutely unattainable. 


CoMPLEXITY OF QUESTIONS INVOLVED 

He points out that a death rate of ten per 
thousand, which would be equivalent to an 
average age at death of 100 years, would, of 
course, only be realized in a stationary popu- 
lation, which,,.as a matter of experience, is 
never met with. He quotes the statement of 
Dr. Rumsey, one of the most critical of mod- 
ern observers, that “it is now clear that the 
average duration of the lives of those who 
die in any place or country does not imply the 
average age of those who live there, any more 
than it means their average ‘expectation of 
life.” Sir Arthur might have pointed out that 
life tables have their greatest usefulness in 
the calculation of life contingencies for life 
insurance purposes, and that it does not neces- 
sarily follow that they are, for the same reason, 
strictly applicable to tests concerning the sani- 
tary or health progress of particular com- 
munities. This whole question, of course, is 
one which taxes the reasoning capacity to the 
utmost, on account of the large and always 
varying state of facts which have to be sub- 
jected to critical consideration. In statistical 
investigations, mention is made of the con- 
clusions of Dr. Brownless. It would be utterly 
impossible in an elementary treatise to do full 
justice to the controversial aspect of this sub- 
ject. An important chapter considers factors 
influencing death rate, particularly climate, 
season and race, with a separate discussion 
which considers the effects of poverty and of 
hospital provision, to which, as a rule, far too 
little attention is being paid by those who 
reason from general data. 

One of the most suggestive chapters concerns 
occupation in relation to sickness and mortality, 
but here, again, limitations of space have pre- 
cluded thoroughness of discussion. Thus it 
would have been of value if Sir Arthur had 
critically considered proportional death rates, 
which, under given conditions, are the alter- 
native to disregarding a large mass of facts 
which seem to present intrinsic evidence of 
usefulness. Bearing upon the same subject is 
a discussion of alcoholism in relation to public 
health, concluding with the statement that “the 
facts which anpear to show excessive mortality 
from cancer among non-abstainers are scanty, 
and no dogmatic conclusion is justifiable from 
them. There is need for further inquiry on 
similar lines, especially with a view to show 
whether the excess cancer occurs chiefly in 
the upper part of the alimentary canal.” The 
same conclusion, of course, applies to cancer 
investigations generally. 
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CuHitp Mortatity TREATED SEPARATELY 

Social workers will be interested in several 
chapters on infancy and child mortality, with 
many useful charts and illustrations. Physi- 
cians will find it to advantage to consider the 
separate chapters on particular diseases, par- 
ticularly tuberculosis and cancer, parturition 
and venereal conditions. 

The second section concerns questions of the 
Arithmetic of Elementary Statistics, the 
Statistical Study of Causation, Correlation as a 
Measure of Factors, the Tests of Physical and 
Mental Deficiency, Representation of Data by 
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Tables, Graphic Representation of Statistics, 
Sanitary Indices, Statistical Fallacies, etc. 

The foregoing does scant justice to what may 
properly be spoken of as a monumental work, 
superior for practical purposes to the great 
work by Farr, published by the Statistical So- 
aiety in 1885. It is a thorough and clearly 
thought-out treatise on a wide range of ques- 
tions of everyday occurrences in medical and 
insurance practice. It may safely be recom- 
mended as a textbook for teaching purposes, 
and, as such, will no doubt gain for itself a 
position of priority over other works which 
essay more or less successfully upon the same 
subject. 

[This valuable work, Elementary Vital Sta- 
tistics, thus analytically reviewed by Dr. Hoff- 
man, can be ordered through The Spectator 
Company.—Epitor THE SPECTATOR.] 


Gets Valuable Publicity 


J. P. Hyatt, an agent at Wilmington, Dela- 
ware, of the Equitable Life Assurance Society 
of New York, has succeeded in getting some 
very desirable publicity in local newspapers. 
As an example of the kind of articles which 
emanate from his office, the following item 
from a recent issue of the Evening Post of 
Wilmington is quoted below: 


INSURANCE Bic Aim To THIS SUFFERER 


The progressiveness of life insurance was 
demonstrated last week in a case handled by 
John Price Hyatt of the Equitable Life As- 
surance Society. One of Mr. Hyatt’s clients, 
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a Wilmington business man, two years ago, 
secured a policy for $25,000, with the disability 
features that go with a modern contract. Sev- 
eral months ago he developed tuberculosis, with 
the result that he was compelled to go to a 
higher altitude. A few days ago he was notified 
by the Equitable that his premiums would cease 
—the policy would be carried by the insurance 
company—and also that he would be allowed 
an income of $250 a month “during the con- 
tinuance of his disablement.” 

When a check for $500 was sent the patient 
as representing the first two months’ income 
payment, he acknowledged it with a letter that 
was fully expressive of the recipient’s grati- 
tude. An important element in connection 
therewith is that the policy will be paid in full 
at maturity—there will be no deduction because 
of income payments. As victims of the white 
plague have a reasonable long lease on life by 
remaining in altitudes that combat the dread 
“T. B,” the Wilmington man will doubtless now 
appreciate the meaning of protection, literally. 


That’s the Beauty of It 


You are not suffering from any handicap 
which will prevent you from becoming a leader 
if you so desire. You know that the leaders of 
your acquaintance are not supermen, that they 
are not gifted with any talent that you haven't, 
and that they have no advantage which is not 
at your disposal. 

But just the same, they lead. They make 
more increase. Why? Well, because they talk 
life insurance to more people. How do you 
write business? Why, by talking life insurance 
to people, and the way to write more business 
is to talk life insurance to more people. 

The leader sees more people to talk to by 


Thursday 


canvassing homes between his calls. If he is 
through collecting early in the afternoon, he 
canvasses an hour or two, and that helps him 
write more business. But’ you can do that just 
as well as he can. 

The agents listed among the leaders are 
men who study their collection books. They 
know the amount and plan of insurance carried 
by each and all of their policyholders. This 
knowledge keeps them in touch with conditions 
which permit them to write additional insurance 
as the opportunity occurs. Well, you also have 
a collection book that furnishes you with the 
same opportunity. 

Night calls are a big factor in leadership. 
Leaders spend their evenings in talking life in- 
surance to the heads of families and to those 
who are employed. If you would be among 
the leaders make more night calls. 

Leaders have learned the value of canvassing, 
because they know that canvassing is necessary 
to keep business coming all the time. You know 
this, too. 

A leader devotes as much effort to placing 
his business as he does to writing it, and he 
makes his increase solid by maintaining 100 
per cent collections, not by collecting heavily 
on a few cases, but by collecting the full 
amount due on each case throughout his debit, 

The thing is simple, isn’t it? That’s the 
beauty of it—Ficld News. 


—The Northeastern Life is reported to be in process 
of organization at Newark, N. J., by persons identified 
with negro companies. 
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SHOWS BIG INCREASE 





Darby Day Agency Writes Over 43 
Million in 1923 





OTHER GENERAL AGENTS’ FIGURES 





Most Offices Did Bigger Business This Year 
Than Ever Before 


Large amounts of life insurance were writ- 
ten in 1923 by numerous general agencies 
throughout the country, and many of such 
agencies made substantial increases over pre- 
vious years’ records, including the peak year of 
1920. Reports of paid-for business in 1923, 
and also, in some cases, for some preceding 
years, have been made to Tue Spectator by 
the general agencies named pelow: 

Mowry & Reinmind, New York (Etna Life, 
Hartford): 1923, $23,800,000; 1922, $13,002,- 
000; 1921, $13,728,000; 1920, $17,332,000; I9QI0, 
$12,889,000. These figures exclude group and 
wholesale policies and annuities. 

Johnston & Collins, New York (Travelers) : 
1923, $12,500,000. 

George C. Jordan, Washington, D. C. 
(Equitable Life, N. Y.): 1923, $3,154,400. 

C. A. Foehl, New York (Prudential): 1923, 
over $13,000,000; 1922, over $10,000,000. 

L. D. Drewry & Co., Cincinnati (Mutual 
Benefit Life); 1923, $14,589,723. 

L. A. Cerf, New York (Mutual Benefit Life) : 
1923, $28,064,023; 1922, $20,034,000; 1921, $24,- 
216,803; 1920, $28,848,054; 1919, $21,882,827. 

Elmer E. Silver, Boston (Union Central 
Life): 1923, $5,635,902; 1922, $2,558,250; 1921, 
$2,238,190; 1920, $2,496,606. 

A. A. Drew, Chicago (Mutual Benefit Life) : 
1923, $12,051,072; 1922, $11,001,925; 1921, $8,- 
303,574, 1920, $9,640,976; 1919, $8,896,020 (Mr. 
Drew became general agent June 1, 1919) ; 1918, 
$7,572,365. 

Prosser & Homans, New York (Equitable 
Life, N. Y.): 1923, $12,200,321; 1922, $0,259,- 


956; 1921, $7,991,005; 1920, $7,281,449; 1910, 
$5,364,452. 


Charles B. Knight, New York (Union Cen- 
tral Life): 1923, $35,187,000 (a gain of $11,- 
000,000 over 1922). 

E. E. Flickinger, Indianapolis (John Han- 
cock Mutual Life): 1923, $5,008,000; 1922, 
$5,034,500; 1921, $4,946,500; 1920, $4,905,810; 
1919, $5,286,280. 

Olmsted Bros. & Co., Cleveland, O. (Na- 
tional Life, Montpelier): 1923, $8,321,000; 
1922, $6,523,000; 1921, $6,147,000; 1920, $7,255,- 
000; I919, $7,220,000. 

Utter & Thomson, Detroit (New England 
Mutual Life): 1923, $3,961,658; 1922, $3,956,- 
668; 1921, $3,443,753; 1920, $5,619,465. 

W. E. Hawkins, Atlanta, Ga. (7Etna Life) : 
1923, $3,539,205; 1922, $2,275,124; 1921, $2,527,- 
461; 1920, $3,638,125. 

F. C. Sanborn, Boston (Massachusetts 
Mutual Life): 1923, $6,127,000; 1922, $5,495,- 
coo; 1921, $4,826,000. 

Marston & Smalley, Philadelphia (New Eng- 
land Mutual Life): 1923, $5,073,856; 1922, 
$4,593,647: 1021, $4,145,304; 1920, $5,046,847. 

Thos. B. Sweeney, Wheeling, W. Va. 
(Equitable Life, N. Y.): 1923, $10,911,331; 
1922, $9,890,124; 1921, $12,520,155; 1920, $11,- 
646,811; 1919, $6,894,000. 

Samuel T. Chase, Chicago (Connecticut 
Mutual Life): 1923, $4,300,214; 1922, $4,578,- 
469; 1921, $4,078,514; 1920, $6,800,691, I9QI0, 
$5,306,647. 

John W. Yates, Detroit (Massachusetts 
Mutual Life): 1923, $4,642,030. 

C. L. McMillen, Milwaukee (Northwestern 
Mutual Life): 1923, $0,984,500; 1922, $10,- 
042,500; 1921, $09,135,290; 1920, $11,572,500; 
1919, $7,767,500. Tigures exclude restorations 
and conversions. 

L. Brackett Bishop, Chicago (Massachusetts 
Mutual Life): 1923, $6,212,591; 1922, $6,081,- 
4323 1921, $5,028,145; 1920, $5,501,730. 

G. T. Sibley & Son, Birmingham, Ala. 
(Equitable Life, N. Y.): 10923, $4,303,726; 
1922, $3,896,506; 1921, $4,365,165; 1920, $4,851,- 
228; 1919, $3,036,118. 

Woodhouse & Jenney, Boston (tna Life) : 
1923, $10,056,220 (life) ; 1922, $7,133,306; 1921, 
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$8,267,629: 1920, $8,636,300; 1919, $3,717,283. 
(Woodhouse & Jenney became general agents 
for Eastern Massachusetts on March 1, 1923.) 

Darby A. Day, Chicago (Mutual Life, N. Y.): 
1923, $43,314,000; 1922, $32,231,804; 1921, $29,- 
081,146; 1920, $30,334,198; 1919, $25,269,314. 

Joseph D. Bookstaver, New York (Travelers, 
Hartford): 1923, $20,000,000; 1922, $15,046,- 
000; 1921, $11,140,573; 1920, $16,517,063; I919, 
$11,180,000. 

Campbell & Hart, Little Rock, Ark. (tna 
Life): 1923, $7,831,000; 1922, $6,055,498; 1921, 
$7,144,180; 1920, $9,313,800; 1919, $7,092,579. 

Albert H. Curtis & Co., Boston (New Eng- 
land Mutual Life): 10923, $6,938,645; 1922, 
$7,380,268; 1921, $7,272,365; 1920, $6,456,285 ; 
1919, $8,006,542. 


Chicago Sales Congress Next Week 


Cuicaco, Itt., January 8—On Monday and 
Tuesday, January 14 and 15 the Chicago Life 
Underwriters Association are holding their 
annual sales conference conducted this year 
entirely by W. E. Bilheimer of St. Louis. Mr. 
Bilheimer has spent twenty years in the life 
insurance business, both as a producer and 
organizer and is now general agent for the Na- 
tional Life of the United States at St. Louis. 
As a speaker he grips his audience and tells 
the story of life insurance with word pictures 
that indelibly impress themselves on the minds 
of his hearers. 

A very large number of tickets have already 
been sold for this conference. There will be 
four sessions. The session on Tuesday morn- 
ing will be confined to the discussion of 
agency building and will of course be of more 
interest to those engaged in managerial work. 
The meetings will be held at the LaSalle Hotel. 


—According to a Chicago paper, M. J. St. George, 
general manager of the Public Life Insurance Com- 
pany, has filed charges with the State’s attorney due 
to the inability of his company to collect sums alleged 
to be due it from Alfred Clover and the Public Agency 
Company. 
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The Span of Life 

New York city is becoming a healthier place in 
which to be born and a less inviting place in which to 
die. According to the vital statistics published re- 
cently in the Times, the death rate for 1923 is still 
lower than the low rate of 1922. This despite the 
“adverse housing conditions under which hundreds of 
thousands live.” The lowered general death rate is 
due, however, chiefly to the diminished mortality 
among infants and children under five. There has 
been a phenomenal reduction in the last quarter of 
a century in the infant death rate. Even as com- 
pared with 1922, there is a marked decrease in deaths 
of children under five years of age, but there is 
almost as great an increase in aumber, though not 
in percentage, of deaths of persons over five. This 
increase is accentuated in the deaths beyond the age 
of sixty-five. 

These figures give support to the general conclu- 
sion of authorities on population that, while the ex- 
pectation of life is greater at all early ages than it 
has been in the past of which we have any record, 
the average man of seventy or eighty cannot expect 
to live as long as one of similar age did in the Iong 
ago. Professor East of Harvard, in his recent book, 
discussing “the role of death in the drama of life,” 
gives the plausible explanation that in the olden days 
when the young had more buffets to endure and when 
it was a “real feat to dodge the scythe of Time till 
the ripe old age of forty,” he was a rugged and tough 
individual who reached the age of seventy; whereas 
his “modern cotype,’”’ who has been more or less 
miraculously preserved by medical attention and sani- 
tation, has not had the advantage of this rigid and 
rough early selection, and so has not the same ex- 
pectation of continuance into the seventies, eighties or 
nineties. 

So far should be 
remembered that its relative death rate needs adjust 
ment as compared with communities from which the 
young are emigrating and in which only or chiefly the 
old are left. This city is being constantly recruited 
from the vigorous young life of the country and from 
foreign countries. 


as our own city is concerned, it 


Perhaps this has also some part 
in explaining the low death rate of certain other great 
American cities, notably Chicago, which in 1922 had 
a death rate somewhat below that of New York city. 

What is particularly surprising is that in this vast 
population, pursued by acute diseases of divers kinds, 
in constant peril of accident and subject to unfore- 
seen forces as well as to natural deterioration due 
to age, the total number dying was within 140 of 
the number who died in 1922. That life and death 
move in such rhythm as to give an actuarial basis for 
very accurate prophecy in the mass, though it is 
almost impossible to predict the length of life for a 
single individual, gives new ominbusness to the 
Malthusian doctrine, whose shadow is again rising to 
stride across the earth, 

“The span of life has not beer sengthened,’”’ says 
Professor East, “but the expectation of life has been 
materially increased.” This means that more may 
expect to live to a certain mature age, even if the 
expectation beyond these years be not extended. The 
consequent filling up of the habitable parts of the 
earth seems inevitable. It is predicted by this same 
authority that saturation at the present efficiency level 


“ 


will be reached, at the present rate of increase, “dur 


ing the complete lifetime of our cmifdren.”” Unless 
there is then to be a lower standard of living, science 
must find food and power in the air to replace that 
Meanwhile, 
there can be only satisfaction that certain contagiot 


which has been taken out of the soil. 





diseases are being overcome; that diphtheria may soon 
cease to cause terror; that other widely prevalent 
diseases are rendered innocuous, and that the year 
just closed has been the “healthiest one recorded 
in this city” so far.—The New York Times. 
—The present administration of the 
and Accident of Concord, N. 


a majority vote at the annual meeting, January 24 


United Life 


H., is expected to have 


It is reported that a majority of the stock is m 

The situation which 
rapidly 
clarifying itself and promises a settlement at an early 


controlled by the voting trustees. 


arose sometime ago between the stockholders is 
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Oklahoma Underwriters Have Fine Meeting 


The Tulsa Association of Life Underwriters 
put over their December educational program 
with pep, purpose and precision. One week 
afterward, the consensus of opinion, especially 
among the big credit men who were guests of 
the occasion, is that life insurance was never so 
successfully sold to such a large number of our 
high-class citizens. 

W. O. Buck, vice-president of the Central 
National Bank, spoke on “The Relation of Life 
Insurance and Bank Credits.” He told how 
just recently one of the most successful men 
in Tulsa had purchased a business which had 
in it every element of big success. He related 
how this man of ability, integrity and energy 
was able to pay a very large per cent of the 
purchase price by giving his unsecured notes 
by adding a life policy that would discharge 
the obligations if he dies, thus eliminating the 
chief element of risk in this big undertaking. 

L. E. Abbott, president of Halliburton- 
Abbott Dry Goods Company, declared that he 
had recently had personal experience with the 
largest credit houses in the East that convinced 
him that no other element of financial strength 
is more favorably considered than a liberal 
amount of life insurance on the heads of busi- 
P. Sturm, president of the Tulsa 
Association, was toastmaster. 


ness. O. 


Petition in Favor of Secretary Mellon’s 


Tax-Reduction Plan 


Life insurance men in and about Pittsburgh, 
Pa., have been circulating for signatures of 
agents and policyholders the following form 
of petition in favor of the administration plan 
of tax reduction. It is addressed to Hon. 
David A. Reed, one of the Senators from Penn- 
svlvania, and reads: 

Honored Sir: As agents or policyholders of 
various life insurance companies we ask your 
hearty co-operation and endorsement of the 
so-called Mellon Plan for the reduction of 
taxes, and we will appreciate it if you will 
communicate our wishes to your colleague, Hon. 
(;eorge Wharton Pepper; and our Represen- 
tatives in Congress, Hon. Stephen G. Porter, 
Hon. James M. Magee, Hon. Clyde Kelly, Hon. 
Guy I. Campbell, Hon. John M. Morin. 

Insurance men elsewhere may well follow the 
lead of the Pittsburgh life underwriters, if they 
desire to have their income taxes reduced, and 
file similar petitions with their own represen- 
tatives in Congress. 


National Benefit Life’s Twentyv-Fifth 
Anniversary 

Twenty-five years ago last November, the 
National Benetit 
Washington, founded and controlled by and do- 
ing business with started by 
Samuel Wilson Rutherford, to whose initiative 
and persistent enterprise the establishment and 
erowth of the company are largely due. In 
commemoration of his work, a pamphlet has 
been issued styled, “A Modern Jack and the 
Bean Stalk,’”’ which depicts the growth of the 
company named, and contains an interesting 
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hiographical sketch of Mr. Rutherford. 
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Annual Dividends of Four Life Insurance 





Companies 
Cash Dividends Per $1000 for 1924 
Year 
Policy AGE 
Was 
Issued 25 30 35 40 45 50 








MINNESOTA MUTUAL 
Ordinary Life 


Premium.... 21.27 24.13 27.83 32.67 39.16 48.00 
1919........ 4.95 5.56 6.19 7.00 8.13 9.64 
PUNO ns secicee 4.82 5.41 6.03 6.78 7.85 9.28 
BOE N 06.4515; 6%0 4.70 5.27 5.87 6.56 7.58 8.92 
ORE 4.58 6.138 5.71 6.3: 7.30 8.56 
ReMe one rones 4.46 4.98 5.55 6.15 7.01 8.21 


Twenty Payment Life 


Premium.... 31.02 33.93 37.48 41.90 47.62 55.24 
A 6.00 6.52 6.97 7.63 8.57 9.86 
rrr 5.76 6.26 6.69 7.30 8.18 9.41 
ae 5.52 6.00 6.42 6.97 7.80 8.96 
(are 5.29 5.74 6.15 6.65 7.42 8.52 
i) ie 28 5.49 5.90 6.36 7.06 8.10 


Twenty Year Endowment 





Premium.... 48.65 50.81 52.76 55.92 61.06 
ee 6.33 7.08 7.64 8.53 9.78 
ee 5.84 6.61 7.15 8.02 9.25 
err 5.37 6.16 6.68 7.54 8.73 
[a 4.91 5.72 6.23 7.05 8.22 
ee 4.47 5.32 5.80 6.58 7.72 
EQUITABLE LIFE 
Ordinary Life 
Premium.... 21.49 24.38 28.11 33.01 39.55 48.48 
| RES 11.56 12.75 13.87 14.77 15.96 17.62 
a 7.02 7.72 8.30 8.68 9.19 9.90 
1) er 6.79 7.44 8.04 8.45 8.89 9.55 
SR 6.57 7.17 7.80 8.22 8.59 9.20 
rr sath eae sie sreiaie saat 


Twenty Payment Life 
Premium.... 31.83 34.76 38.34 42.79 48.52 56.17 
cae’ 13.91 15.09 16.20 17.04 18.08 19.49 


OO Sener 8.38 9.8 9.65 9.98 10.42 10.98 
POR ocean 8.00 8.65 9.23 9.59 9.96 10.50 
|? Ree 7.63 8.21 8.84 9.21 9.53 10.01 
| ree nant eens erie re paler ates 


Twenty Year Endowment 
Premium.... 49.33 50.43 51.91 54.06 57.34 62.55 
1919* 





ey resee: 15.59 16.97 18.21 19.18 20.20 21.46 
1) a 9.67 10.39 10.96 11.28 11.64 12.06 
BOOE  vcaesses 9.00 9.71 10.32 10.72 11.02 11.46 
|) 8.36 9.04 9.73 10.16 10.46 10.86 
1923 sake RAE wale eens eave ate 

MUTUAL LIFE, NEW YORK 
Ordinary Life 
Premium.... 21.49 24.38 28.11 33.01 39.55 48.48 
| Se 5.73 6.45 7.38 8.60 10.18 12.30 
1)! ae ee D.6 6.32 7.20 8.36 9.87 11.91 
ee oF 6.20 7.03 8.13 9.57 = 11.53 
5.47 6.08 6.87 7.91 9.27 11.15 
4.79 5.37 6.11 7.09 8.39 10.17 





Twenty Payment Life 


Premium.... 31.83 34.76 38.34 42.79 48.52 56.17 
NOND 60-0100 7.64 8.37 9.28 10.41 11.85 13.7 
1920.5... 52% 7.3 8.06 8.93 10.00 11.39 13.21 
i? ee Rai fy (exes 8.59 9.61 10.94 12.70 
TOO cocccss Onee 7.49 8.26 9.23 10.50 12.20 
BOZS ses 6.04 6.61 7.35 8.27 9.48 11.10 


Twenty Year Endowment 
Premium.... 49.19 50.13 51.47 53.49 56.69 61.90 











a 10.07 10.53 11.12 11.91 12.99 14.55 
9.95 10.53 11.32 12.388 13.92 
9.39 9.97 10.74 11.79 13.30 
8.85 9.42 10.19 11.22 12 70 
7.73 8.30 9.05 10.06 . 11.52 
RELIANCE LIFE 
Ordinary Life 
Premium.... 20.13 22.92 26.55 31.33 37.80 46.65 
is eee 3.07 3.37 3.74 4.23 4.87 5.7 
| 2.98 3.26 3.61 4.06 4.67 5.46 
ot ee 2.90 3.16 3.48 3.90 4.47 5.22 
1 7 2.82 3.06 3.35 3.75 4.27 4.98 
NOTE Sissies See 2.96 3.23 3.60 4.08 4.70 
Twenty Payment Life 
Premium.... 29.24 32.13 35.71 40.20 46.04 53.83 
$019... 3.76 4.04 4.41 4.87 5 44 6 20 
7) Sree 3.57 3.84 4.18 4.61 5.15 y 88 
1921. 3.40 3. 64 3.95 4.35 4.87 9.90 
BE o':d aco sss bee 3.45 3.7 4.11 4.59 ) 25 
Ls ae 3.07 3.27 3.53 3.88 4.32 4.99 
Twenty Year Endowment 
Premium.... 48.68 49.46 50.62 55.49 60.54 
1019:......:.. G60 6.09 6.21 6.70 7.17 
10805265... Re 5.71 5.83 6.3 6.77 
BOE occ cos 5.25 5.34 5.46 5.93 6.39 
1 |? re 4.90 4.99 5.11 5.57 6.02 
a 4.57 4.65 4.77 5,22 5. 66 
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RISKS OF BOOTLEG 
LIQUOR 


Daily Newspapers Recognize Educa- 
tional Value of The Spectator’s 
Article 








“TO YOUR HEALTH!” ATTRACTS 
MUCH ATTENTION 





Life Insurance Companies Send It to 
Policyholders to Help Avert Death 
and Disease 

Widespread interest has been aroused through 
the United States, and elsewhere, by the article 
entitled “To Your Health!” which appeared 
in Tue SPECTATOR of Decemper 20, 1923, and 
described the dangers inherent in the use of 
bootleg liquor. Dr. J. M. Doran, head of the 
Industrial Alcohol and Chemical Division, 
United States Bureau of Internal Revenue, was 
interviewed by a representative of THe Spec- 
taTor, and the facts given by Dr. Doran, who 
is considered the best qualified expert upon the 
subject of the contents and hazards of bootleg 
liquor, were presented in the article named, and 
crystallized the results of analyses of 75,000 
samples. The article has attracted much atten- 
tion, and daily newspapers in various parts of 
the country have quoted from and commented 
upon it. 

For example, the New York Times refers to 
the warning that labels and stamps are not 
guarantees of the safety of bootleg liquor, and 
reprints a portion of the article relating to 
present methods of illicit distillation, which 
leave harmful ingredients in the resulting 
beverages. 

The Sioux City- Journal says, concerning the 
article “To Your Health!”: “Under this cap- 
tion THe Spectator, a New York insurance 
publication, makes an appeal to the people of 
this country in the interest of their safety, which 
it considers is menaced by the various illicit 
concoctions forbidden by the prohibition law. 
The chances are more frequently in favor of ill 
health when one takes a drink of liquor these 
days, savs Tue Spectator, than otherwise, due 
to the poisons contained in the substitutes ob- 
tained from various sources.” The Journal 
goes on to tell of dangers lurking in bootleg 
liquor from illicit distillation, smuggling, home 
brew and honded stocks illegally withdrawn. 
saying: “That just ahout covers all the sources 
from which illegal liquors come.” 

In introducing a column-and-a-half article 
headed, “Government Chemist Warns of Liquor 
Poison,” the Springfield (Mass.) Republican 
Says: “That most of the intoxicating liquors 
now being consumed in this country are of 
Positively poisonous character and are seriously 
affecting the death rate is the thesis of an 
article entitled “To Your Health!” which the 
insurance journal, Tre Spectator, has pre- 
Pared for the special purpose of giving in- 
formation to insurance policyholders. It has 
also heen reprinted for general circulation by 
the life insurance companies.” 

In one of the headlines of an article referring 
to “To Your Health!” the Frie (Pa.) Times 


emphasizes the fact that “Analysis of 75,000 
Samples Shows No Effort Is Made to Elimi- 
nate Poison.” 

Devoting two columns to a substantial re- 
print of Tue Specrator’s interview with Dr. 
Doran, the New Haven (Conn.) Journal- 
Courier uses these headlines: “ ‘Your Health’ 
No Longer Is a Real Toast—Expert Shows 
That Death Near Whenever Bootleg 
Liquor Is Used.” 

From the foregoing specimens of newspaper 
treatment of the subject, it is evident that there 
is general recognition of the fact that the pub- 
lic is largely ignorant of the highly dangerous 
qualities of practically all bootleg liquor, and 
that a wide dissemination of the facts will help 
to preserve the lives and health of the people. 
“To Your Health!” has been reprinted as a 
leaflet, which is being sent to policyholders by 


Lurks 


life insurance companies when sending out pre- 
mium notices. 


J. D. BOOKSTAVER’S 
LUNCHEON 





Agency Again Heads List of Travel- 
ers’ Producers 





1923 BUSINESS TOTALS $20,000,000 





Celebration Held at Hotel Commodore— 
Plans for 1924 Discussed—Goal for 
the New Year Is $25,000,000 
The Joseph D. Bookstaver agency, of the 
Travelers Insurance Company, held a luncheon 
at the Hotel Commodore in New York city on 
Friday of last week for the purpose of cele- 
brating the fact that, in 1923 and for the past 
four years, the agency had led all others in the 
Travelers as regards paid-for production. The 
total of new business paid for by this agency 
in 1923, as announced in THE Specrator of 
January 3, was $20,000,000. This sum repre- 
sents 3 per cent of the company’s entire paid- 
for business during the past twelve months, a 
preliminary statement having shown the aggre- 

gate volume to have been $690,800,000. 

Approximately 125 agents attended the gath- 
ering, which met in the West Ballroom of the 
hotel, and listened attentively while Joseph D. 
Bookstaver outlined the plans which had been 
made for the new year and detailed the suc- 
cesses of the past. Mr. Bookstaver explained 
that $4000 of premiums on forty risks would 
entitle any member of his agency to become a 
delegate to the convention of the Travelers In- 
surance Company, which will be held in Quebec, 
from September 15 to September I9 
inclusive. In addition, $8000 of premiums on 
eighty risks would entitle any producer to a 
trip, with all expenses paid, to the annual con- 
vention of the National Association of Life 
Underwriters in Los Angeles, Calif.: leaving 
New York city on July 15 and returning on 
August 5. 

The speaker stated that the twenty-five lead- 
ing agents of the Bookstaver agency had paid 
for 43 per cent of the organization’s total pro- 
duction during the year. Of this number, nine 
were graduates of the life insurance training 
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Canada, 


course at New York University, and this fact 
showed that specialization in sales methods was 
a sure indication of ultimate results. Mr. 
Bookstaver read telegrams of congratulation 
sent’ out from the Travele.s' home office in 
Hartford by President L. F. Butler, Comptroller 
J. W. H. Pye and Superintendent of Agencies 
S. R. McBurney. At the close of the meeting 
the agents pledged themselves to fill the $25,- 
000,000 quota which was decided upon as being 
the goal for 1924 and listened to Mr. Book- 
staver’s final admonition which was: “The 
business is there. Go out and get it. Make 
up your minds to concentrate, lay your plans 
accordingly, and then, if you have any doubts 
or problems, come into our office and we will 
serve you.” 


Aetna Life Acquires More Property for 
Home Office Use 

HarTFoRD, CoNN., January 5.—Foreseeing a 
future expansion that may force it even beyond 
the bounds of its big new home office site, the 
AStna Life Insurance Company announces that 
it has arranged to purchase another large parcel 
of Hartford real estate adjoining the plot of 
seventeen acres it acquired in 1921. 

The new section, which comprises between 
five and six acres, gives the company approxi- 
mately 22 acres of choice property in almost 
the exact territorial center of the city, with a 
frontage of more than 1000 feet on Farming- 
ton avenue, a main artery, and 1066 feet on 
Sigourney street. The latest addition to the 
site was acquired from Charles P. Cooley, one 
of Hartford’s most prominent citizens, who has 
made it his home for upwards of fifty years. 

The company has no definite plans for making 
use of the property, according to Morgan B. 
Brainard, president of the A¢tna Affiliated 
Group. The drawings for its home office build- 
ings, made by James Gamble Rogers, the noted 
New York architect, are confined to the bounds 
of the original purchase, and no rearrangement 
is contemplated. 

While this scheme provides for expansion of 
nearly 50 per cent, the company is understood 
to feel that it should not again risk the danger 
of outgrowing its home office. 


Committee at Funeral of Frederick 
Frelinghuysen 

The Association of Life Insurance Presidents 
was represented at the funeral of Frederick 
Frelinghuysen, late president of the Mutual 
senefit Life Insurance Company, at the North 
Reformed Church, at Newark, N. J., last week. 
hy the following committee: William Bro- 
Smith, vice-president and general counsel, Trav- 
Insurance Company, Hartford, Conn.: 
Edward D. Duffield, president, the Prudential 
Insurance Company of America, Newark, N. J.: 
Haley Fiske, president, Metropolitan Life In- 
surance Company, New York, N. Y.; George 
W. Smith, vice-president, New England Mutual 
Life Insurance Company, Buston, Mass.: John 
V. E. Westfall, vice-president, the Equitable 
Life Assurance Society, New York, N. Y. 

George T. Wight, manager of the association, 
and the Hon. Job E. Hedges, its general coun- 
sel, were also in attendance. 
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Paying One Debt and Creating Three 











“The slender debt to Nature’s quickly paid; 
Discharged, perchance, with greater ease than made.”’ 





When a man dies he pays his debt to Nature; but, if he has a considerable estate, by 


dying he creates at least three new debts. 


This is no figure of speech, but the hardest kind of fact. The three new debts 


which a man creates, by dying, are: 


1. The Federal Estate Tax; 
2. The State Inheritance Tax; 
3. The cost of administering his estate. 





All these debts must be paid in cold cash—the 
first two within a time limited by law, and with 
severe penalties in case of default or delay. 


The proverb says: ‘*The man who dies pays 
all debts,’’—but that is now a misleading proverb. 
Death instantly trebly mortgages every man’s 
estate. The wise man does not incur unnecessary 
debts nor those which he does not see a way to 
meet. But here are debts which come like a bolt 
from the blue. He has nothing to say about them. 
While he was alive and able to pay they did not 
exist. When he dies they come into being and 
become a first lien upon his estate. 


Provision for these post-mortem debts is usually 
made—if made at all—by cash or liquid securities, 
which are themselves a part of his estate and 
taxable. As these debts must be paid in cash and 
speedily, even liquid securities may have to be 
sacrificed on a falling market. 


The surest and safest way to provide for 
Post-mortem Debts is to provide 
Post-mortem Cash Assets 


A Life Insurance Policy, while a man is living, 
is a contract; when he dies it becomes cash. For 
the insured man, death creates assets as well as 
debts. Therefore he may say as Cato said when 
he contemplated death and immortality: 


‘‘My bane and antidote are both before 
me.”’ 


Emerson says: 


‘‘Wilt thou seal up the avenues of ill? 
Pay every debt as if God wrote the bill.”’ 


Death will write the bill; see to it that Death 
also provides for its payment. 





For further details as to what these three debts would amount to in your State and in 
your case, and therefore what cash your administrator will need, consult an agent of the New 


York Life Insurance Company. 


NEW YORK LIFE INSURANCE COMPANY 


DARWIN P. KINGSLEY, President 





P. S.—If you don’t expect to leave a taxable estate, remember that a good life insurance policy CAN CREATE AS 
WELL AS PROTECT AN ESTATE. Life Insurance, payable to named beneficiaries, up to $40,000, is not 
taxable by the Federal Government nor by any State—except one or two. If your chief asset is your pro- 
ductive capacity (which death wipes out) life insurance is more important to you than to the rich man. 
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Fire Agent Gets United States Life 
Appointment 


A growing tendency among fire and casualty 
insurance agents to effect general agency con- 
tracts with life insurance companies is evidenced 
by the recent appointment of O. Edwin Barnes, 
155 Montague street, Brooklyn, N. Y., as gen- 
eral agent, representing the United States Life 
Insurance Company, New York city. The 
Barnes agency has already built up and is add- 
ing to its staff of solicitors for its life depart- 
ment. With this auspicious start it anticipates 
comparatively quick development of consider- 
able life business in Brooklyn, where Mr. 
Barnes is well known, having long had many 
and valuable connections among the brokers. 

Following the aggressive measures recently 
inaugurated by the seventy-year old United 
States Life, Mr. Barnes is personally super- 
vising the expansion of his life department. In 
his early career he served in the home office 
of the Equitable Life. Mr. Barnes is also 
general agent of the following casualty and fire 
companies: Union Indemnity Company, New 
Orleans, La.; Firemans Fund Insurance Com- 
pany, San Francisco, Cal.; St. Paul Fire and 
Marine Insurance Company, St. Paul, Minn.;: 
Springfield Fire and Marine Insurance Com- 
pany, Springfield, Mass.; Importers and Ex- 
porters Insurance Company, New York, N. Y.:; 
Capital Fire Insurance Company, Concord, 
N. Hi. 


Phoenix Mutual Life Divdends 


The Phoenix Mutual Life Insurance Co. of 
Hartford announces a new and_ increased 
dividend schedule, to be effective July 1, 1924. 

The new scale shows a five per cent in- 
crease over 1923 and total increase of twenty- 
three per cent over the dividends paid in 1922. 

Under the various policy forms, the first, 
fifth, tenth and twentieth dividends at age 35 
are shown below: 


AGE 35 
Seventy Special Annual Life (314%) 
First.. $5.38 Tenth 5 
ITSt.. 6... eee fee” ORME a aterece care 5.9090 
1 re 5.60 Twentieth...... 7.07 
Twenty Premium Life (314%) 

First Le ercasrs at iivaes $547 “Tenthsc..csac.. 0s < $6.76 
BGO Sc oenes- cele 5.89 Twentieth...... 0.44 
Twenty Year Endowment (314%) 
ip ee = $8.08 
ERE 6 oo hierecxeie 6.38 Twentieth...... 13.45 
Seventy Special Endowment 60 (314%) 
ig ee Saq7 Tenth... 5 ccc: $7.20 
10 | ee 6.06 Twentieth...... 10.74 
Annual Life (3%) 
oe Sé9n  Tentiticccacks.: $7.07 
Ms ih aati 6.25 Twentieth...... 9.16 
wenty Premium Life (3%) 
ee SoA. “Renthy. ...cesue- $8.48 
_ eer 681 Twentieth...... 13:52 


—A new life company, to have $500,000 capital, is 
being organized by F. L. Windham at Orlando, Fla. 
No indication of when it will start business is 
given, 


The Travelers Companies 
The progress of the Travelers Insurance 
Company and the Travelers Indemnity Com- 
pany of Hartford, in 1923, is indicated by the 
following items, which shows substantial gains 
over 1922: 


Approximate 
Amount Gain 
New life insurance paid 

TOP <ccnamenacwanes $690,800,000 $134,190,000 
Total life insurance in 

OS Une ee 2,437,000,000 381,000,000 
Paid life premiums ... 54,900,000 8,100,000 
Paid accident and health 

PROMS. 6 os. e:6 os. 6:0 11,500,000 680,000 
Paid liability premiums 4,000,000 300,000 
Paid automobile liability 

PREMIUMS 2 .ccscceses 14,000,000 900,000 
Paid compensation pre- 

i RES A 15,800,000 2,000,000 
Paid boiler, fly wheel 

and machinery pre- 

SAN 5. < oe ce oie es 1,000,000 150,000 
Paid burglary premiums 31,900,000 «ss kikissccuss 
Paid plate glass premiums 200.000 Scavecsics 
Total premium income.. 104,200,000 12,000,000 
Fatal ieee <...<.60 eee 117,800,000 11,500,000 


Connecticut Mutual Dividends 


The Connecticut Mutual Life Insurance Com- 
pany announces a new and higher dividend scale 
for the year 1924, amounting in substance to 
an average increase of about 9 per cent over 
payments in 1923. The rate of interest that 
will be allowed in 1924 on dividend accumula- 
tions and deferred settlements will be 4.7 per 
cent, as against 4.6 per cent in 1923. A few 
illustrations of the proposed scale follow: 


ANNUAL DIVIDEND PER $1000 PAID IN 1924 





Year Increase Increase Increase 
Policy Age Over Age Over Age Over 
Was at 1923 at 1923 at 1923 
Issued Issue Scale Issue Scale Issue Scale 
20 % 35 % 50 % 
Ordinary Life 
$ 3 $ 
1904 6.33 8 9.15 7 13.66 7 
1914 4.71 10 6.42 8 9.84 7 
1919 4.05 10 5.27 9 7.90 8 
1923 3.60 ll 4.46 10 6.42 9 
Twenty Payment Life 
1904 10.33 8 13.07 7 16.60 7 
1914 6.37 9 7.86 8 10.19 8 
1919 4.86 10 5.83 10 7.55 9 
1923 3.82 12 4.43 ll 5.61 ll 
Twenty Year Endowment 
1904 20.62 6 20.74 6 21.37 5 
1914 11.98 6 12.11 6 12.89 6 
1919 8.72 6 8.86 6 9.68 6 
1923 6.50 7 6.64 7 7.38 6 


Continental Life of Wilmington Makes 
Gains 


There are several noticeable features in the 
sixteenth annual statement of the Continental 
Life of Wilmington, Del., one. in particular, 
being a gain of 34 per cent in the new insur- 
ance written in 1923. The company’s new busi- 
ness last year aggregated $12,008,371, an in- 
crease of over $3,000,000 over 1922, while the 
insurance in force December 31 last was $47,- 
426,811, against a little over $40,000,000 a year 
ago. The company now shows $6,191,324 of 
admitted assets (38 per cent more than the lia- 
bilities), its excess of assets over liabilities be- 
ing $1,700,690, including capital, $732,580, and 
surplus, $968,310. President Philip Burnet and 
his able assistants merit congratulation upon the 
results of the past year. 


—The Equitable Life of New York has reduced its 
annuity rates, 
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Stephen M. Babbit 


President 


HUTCHINSON KANSAS 




















INHERITANCE TAX MATTERS 
Decisions and Regulations Affecting Death 
Duties In Different States 


Below will be found brief summaries of some 
recent decisions, rulings, etc., derived from 
Prentice-Hall Inheritance Tax Service, which 
will be of interest to life insurance men: 


INDIANA 

In a recent case decided in Indiana, where 
a decedent about five weeks before her death 
endorsed to her two children a check for $50,- 
000, which she received as legatee of another 
decedent, also leaving other property to the 
children following her death, it was held that 
one exemption was allowable in the case of the 
transfer mentioned, made in contemplation of 
death, and that another was allowable upon 
the estate passing following death. The theory 
of this decision is that as the transfers were 
separate in character, and the inheritance tax 
law makes all taxes imposed due and payable 
at the time of the transfer, hence, both exemp- 
tions were allowable. 


Iowa 

A recent decision in Iowa was to the effect 
that a transfer of property based upon ade- 
quate consideration, although within the lan- 
guage and classification of a collateral inheri- 
tance tax, was not within the intendment of 
the statute and, therefore, not taxable. It was 
also decided that a transferee or donee of a 
decedent is not liable for inheritance tax upon 
gifts to other transferees or donees. 


SoutH DAKOTA 
A recent ruling in South Dakota is to the 
effect that bonds of domestic muncipalities 
owned by non-resident decedents are taxable in 
South Dakota. 


D. D. Lowmiller, former agency supervisor 
for the Continental Life of St. Louis, who re- 
signed recently to resume personal writing, dur- 
ing the past week turned in a group policy for 
$205,000 on the 192 employees ‘of the D. Edwin 
F. Guth Company of St. Louis. Mr. Lowmiller 
is a hard, consistent worker and always turns 
in a nice volume of business. 
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INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, Ill. 
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ACACIA MUTUAL LIFE ASSOCIATION 


Formerly the Masonic Mutual Life Assn. of the D. of C, 


Insurance in Force Over $135,000,000.00 
Assets Over $8,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 


To Agents who are Master Masons in good standing we offer: 


1. Liberal First Year Commiesions 

2. Continuous Renewals—thus insuring an income for life 
to permanent Acacia Agents 

3. Real Home Office Cooperation 


WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 











THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH. N. WARFIELD, Jr., Sec’y & Treas 
J. HOWARD IGLEHART, Medical Director 


JOHN C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 








HOME FRIENDLY INSURANCE CO. 
OF MARYLAND 
has grown so in popularity until it is now generally conceded to be 
“one of the leading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. | 
Write for Financial Statement 


HOME OFFICE: 1026 Linden Ave., BALTIMORE, MD. 











NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 
NOT SO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyholders satisfac- 
torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


JAS. H. JAMISON, Pres’t 





DES MOINES, IOWA 

















— OT EADS TR 


TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life Insurance Co. 


Executive Offices, Wichita, Kansas 
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INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By 1. E. Youne, BiA., F-RAS. 


Third Edition—Revised and Enlarged 








Mr. Younc’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance, 
specially adapted for the use of the underwriter, student and busi- 
ness man, It has been adopted asa text-book by Yale University. 
In the THirp Eprtion the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 


Price, Third Edition, 424 pages - $3.25 





Insurance Office Organization 


Managements and Accounts 
By T. FE. Youna, B.A,, F.R.A.S., and Ricoarp Masters, A.C.A. 





Second Edi‘ ion—Revised 





This book will be four.d to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
YOUNG, and are elaborated in succeeding chapters by Mr. MASTERS. 
The general, life, firesmarine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
prove present bookkeeping methods. It contains 150 pages and is 
bound in cloth, 


Price, post paid, $2.00 





Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.50. 


Accountancy. By Francis W. Pixiey. An entirely new 
work dealing wich Accountancy from a theoretical and practical 
point of view. The latest exposition of the science. 318 pages, 


cloth. Price, post paid, $2.40 


Pitmans Secretary’s Handbook. A complete secr-tary’s 
manual prepared by HERBERT E. BLAIN. It covers secretarial 
work thoroughly for public and private institutions and for indi- 
viduals. (Second Edition, revised, omitting joint stock secretary- 


ships.) Price, post paid, $2.50 





Principles of Marine Law. By LAwrENCcE Duckwortn. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 


Price, post paid, $3.25 





Office Organization and Management. By LAwrReEnceé R. 
DicKsEE, M.Com., F.C.A., and H. E. BLAIN. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $3.60 . 


SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 
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Chicago Evening Post’s Annual Insurance 
Review 


As a part of the issue of the Chicago Even- 
ing Post of December 31, 1923, there was pub- 
lished its Annual Insurance Review, occupying 
forty-eight pages. There are numerous inter- 
esting articles dealing with various phases of 
the insurance business, and special contributed 
articles from W. M. Lawson, Henry Reichgott, 
W. L. Ames, J. J. Shera, Danford M. Baker, 
Paul Y. Willett, Wm. B. Joyce, Charles H. 
Burras, John A. Sullivan, Dr. John A. Steven- 
son, H. W. Johnson, George Kuhns, Major 
John J. Crowley, G. E. Harsh, L. Brackett 
Bishop, R. W. Stevens, J. M. Stahl, A. F. 
Hall and others. 

A specially informative article is that relat- 
ing to the origination and perfection of the 
monthly income policy by William T. Nash, 
a portrait of Mr. Nash also being presented. 
After working for years upon his idea, Mr. 
Nash evolved a plan for the providing of in- 
surance guaranteeing a beneficiary a specified 
sum monthly, either for life or during a stipu- 
lated number of years, essential features being 
that the future instalments could not be com- 
muted for cash, after the death of the policy- 
holder, nor could the beneficiary assign the 
monthly instalments. These two factors differ- 
entiated the Nash plan, as originally adopted 
some fifteen years ago by one of the largest 
companies, from other plans used at later dates 
by other companies. The important distinguish- 
ing features of the Nash monthly income plan 
were the impossibility of its being altered, after 
the policyholder’s death, by surrenaer tor cash 
or assignment of income by the beneficiary to 
others; in other words, under the Nash plan 
the intent of the insured to provide a steady in- 
come for his beneficiary could not be defeated. 
Vast amounts of life insurance have now been 
written upon this plan, which supplies an actual 
need. 


Business Mens Assurance Agency Meeting 
The Business Mens Assurance Company of 
America, Kansas City, Mo., is this week hold- 
ing its twelfth annual agency mecting. The 
company’s agents are organized into a club 
known as the 1000 Club. This organization is 
holding six business sessions during the three 
days of the meeting and a banquet at the Hotel 
Muhlbach will be the culminating event. 

W. T. Grant, president of the company, an- 
nounces that the vear past was one of splendid 
results and that he looks forward to an even 
bigger year in 1924. 


Elected Vice-President of Toronto Life 
Underwriters 

William Triges, of the Mutual Life of 
Canada, was unanimously elected first vice- 
president of the Toronto Underwriters Asso- 
ciation at their annual meeting December 2oth, 
1923. : 

Mr. Triggs is an able and experienced in- 
surance representative and is a specialist in 
monthly income insurance. 








‘TO YOUR HEALTHY 


An Educative, Life and Health Saving 
Leaflet for Policyholders 


Chief Government Chemist Tells 
What Bootleg Liquor Contains 
and How It Poisons Users 


Life Insurance Companies Are Rend- 
ering Great Sociological Service 
and Reducing Mortality Rate 
By Its Distribution 


Startling facts are presented dispas- 
sionately and impartially in the very 
important leaflet entitled ‘‘To Your 
Health!” ‘This is a reprint of an inter- 
view by a representative of THE SpPEcTA- 
TOR with Dr. J. M. Doran, head of the 
Industrial Alcohol and Chemical Divi- 
sion, United States Bureau of Internal 
Revenue, and is based upon the findings 
in 75,000 analyses of bootleg liquor. 

“To Your Health!’’ is so prepared 
that it is conveniently enclosed with 
periodic premium notices and 


IS BEING SENT BY LIFE INSUR- 
ANCE COMPANIES TO THEIR 
POLICYHOLDERS, 
thus performing a service for the latter 
and helping, by dispelling dangerous 
ignorance, to prevent disease and 

lengthen life. 


Public Should Be Enlightened 


As Dr. Doran well says: “ Public en- 
lightenment on these matters is necessary. 
The work of the chemist ts rendered in- 
effective unless other professions interested 
in public health matters lend their efforts 
towards bringing a fuller knowledge of 
these basic scientific facts before all. The 
public is entitled to know these things in 
order that it may act with intelligence in 
its own protection.” 


“TO YOUR HEALTH!’ 


is gotten up attractively as a 16-page 
leaflet, to fit a No. 6 envelope, for send- 
ing to policyholders with their premium 
notices. 


PRICES: 


1000 copies $50 25,000 copies $750 

5000 =‘ 200 30,000 ia 900 

10,000 ‘ 375 50,000 sie 1,250 
100,000 copies, $2,000 


On orders of 1000 copies or more the 
inscription of company or general agent 
will be printed without extra charge. 
On orders of less than 1000, $5 additional 
for inscription. 


Please remit by money order or bank draft on 
New York, to avoid exchange charges. 


THE SPECTATOR COMPANY 


135 William Street 
NEw YORK 


CHICAGO OFFICE 
Insurance Exchange 








Annual Dividends of Four Life Insurance 


Companies 
Cash Dividends Per $1000 for 1924 
Year 
Policy AGE 
W: 





as 
Issued 25 30 35 40 45 50 





BANKERS, NEB. 
Ordinary Life 


Premium.... 19.85 22.90 26.85 31.95 38.95 48.30 
eee 4.58 5.29 6.04 7.11 8.79 11.16 
Lo  Ceeeee ee 4.49 5.17 5.91 6.91 8.51 10.78 
b Re 4.42 5.07 5.78 6.73 8.24 10.44 
1922........ 4.40 4.96 5.65 6.58 7.97 10.08 
1923 3 Swat some wie sane eee 
Twenty Payment Life 
Premium 27.30 30.40 34.20 38.95 45.20 53.35 
1910... 4.93 5.46 6.09 6.94 8.31 10.23 
1 ee 4.80 5.29 5.91 6.69 7.94 9.84 
1921... . 4.65 5.14 5.73 6.47 7.69 9.48 
1922........ 4.52 4.98 5.56 6.27 7.38 9.09 
1923. . ae cC ae aK anes aa 
Twenty Year Endowment 
Premium.... 49.85 50.60 51.75 53.65 56.90 62.20 


9.85 0 
Wie. ES 8.65 9.00 9.54 10.54 12.15 
8.09 


IOs S0 8.32 8.66 9.18 10.13 11.71 
1921.... 4.06 8.01 8.35 8.84 9.73 11.26 
1922 eee Oe 7.71 8.05 8.52 9.07 10.83 
1923 Ane ae eee Raed Pee 


NORTHERN LIFE, WASH. 
Ordinary Life 








Premium.... 19.35 22.10 25.70 30.45 36.90 45.75 
IGG... ccc. S88 3.22 3.75 4.44 5.3 6.67 
WE accous 2.74 3.13 3.64 4.32 5.23 6.49 
74 ee 2.65 3.02 3.52 4.17 5.05 6.26 
108 e033 2 2.93 3.41 4.04 4.90 6.08 
| aaa eees - ae wa ‘an 
Twenty Payment Life 
Premium.... 29.60 36.10 40.60 46.35 54.05 
i.) a 3.61 4.40 4.95 5.65 6.59 
3.43 4.18 4.70 5.37 6.26 
3.22 3.93 4.42 5.05 5.89 
3. 04 3.71 4.18 4.77 5.56 
Twenty Year Endowment 
Premium.... 48.55 49.00 49.75 51.05 53.40 97 60 
1, SPR 5.72 5.78 5.87 6.02 6.30 6. 79 
; Saree 5.29 5.3 5.42 5.56 5.82 6.27 
19001......55 4:08 4.90 4.97 5.10 5.34 5.76 
1697... .24-.. 446 4.50 4.57 4.69 4.91 5.29 
1923 eoyhas na pre es ee 
GUARDIAN OF AMERICA 
Ordinary Life 
Premium.... 20.14 22.85 26.35 30.94 37.08 45.45 
Mies... 42 4.86 5.33 5.96 6.76 7.82 
ae . 4.39 4.75 5.19 5.76 6.53 7.54 
|. ee . 4.2 4.62 5.03 5.58 6.30 7.28 
19... 4.50 4.88 5.41 5.98 7.00 
Se . 4.10 4.39 4.75 5.22 5.87 6.75 
Twenty Payment Life 
Premium.... 30.12 32.87 36.22 40.38 45.73 52.87 
1919. 5.54 5.91 6.38 6.95 7.66 8.60 
ee 5.32 5.69 6.12 6.66 7.33 8 24 
19 5... .. 5.12 5.46 5.86 6.36 7.01 7.90 
We... cs AS 5.23 5.62 6.09 6.72 7.55 
1923.... 4.72 5.01 5.38 - 5.83 6.41 ¢.21 
Twenty-Year Endowment 
Premium.... 48.15 48.83 49.85 51.48 54.22 58 81 
1919.... 7.44 7.59 7.80 8.11 8.57 9.23 
7.02 7.17 7.3 7.69 8.14 8.80 
6.62 6.77 6.98 7.28 7.73 8.39 
6.23 §.39 6.60 6.89 7.33 7 98 
5.86 6.02 6.23 6.52 6.93 7.57 
PEORIA LIFE 
Ordinary Life 
Premium.... 22.88 25.81 29.58 34.66 41.71 51.54 
1919.0... 2.08 2.89 3.31 3.91 4.76 6.03 
Premium.... 21.2 24.06 27.72 32.55 39.19 48.44 
We ciciccs Te 2.74 3.11 3.64 4.41 5.57 
ol 2.32 2.58 2.91 3.40 4.08 5.14 
19 ccsxee Sea 2.43 2.72 3.16 3.76 4.72 
|. re . 2.08 2.28 2.54 2.92 3.45 4.31 


Twenty Payment Life 


Premium.... 31.54 34.58 38.31 43.10 49.54 58.3: 
1.) rer 3.42 3.75 4.16 4.71 5.51 6.67 
Premium.... 29.93 32.83 36.45 40.99 47.02 55.23 
1920. . 3.16 3.46 3.84 4.33 5.05 6.13 
1921........ 2.92 3.18 3.51 3.95 4.61 5.61 
iC). rm 2.91 3.21 3.61 4.21 5.09 
1G. c2cic2. F0 2.65 2.91 3.26 3.78 4.60 


Twenty Year Endowment 


Premium.... 49.09 49.87 51.03 52.85 55.87 60.90 
| i, ey 5.48 5.56 5.73 5.97 6.46 7.32 
Bie cecens 4.95 5.04 5.19 5.42 5.88 6.70 
| eee 4.44 4.52 4.68 4.90 5.32 6.09 
| See 3.96 4.03 4.18 4.39 4.79 5.51 
1) | Se 3.49 3.57 3.70 3.90 4.27 $.94 
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INSURANCECO. 


Northern Life Buildiag 
SEATTLE, U.S.A. 





D. B. MORGAN 
President 


LIFE 
HEALTH 
ACCIDENT 


NE POLiIcy 

NE * REMIUM 

—PAYS— 
DOUBLE DEATH 
BY ACCIDENT 


Loss of Hands, Feet, 








sad 





yes 
Permanent Disability 


HOME OFFICE, SEATTLE, U.S.A. | sy onth) PonetS ai 
onthly I ndemnities 
Reliable Representatives Wanted Sickness or Accident 














1857 


1924 


Che Oldest Life Insurance Company 


in the 


West has new territory for 


live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS 


MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 























WESTERN RESERVE 
LIFE INSURANCE COMPANY 


MUNCIE, IND. 


An Old Line Legal Reserve Company 
We issue all Standard forms of policies. 


Agents wanted in Indiana and Ohio. 
JOHN W. DRAGOO, Secretary 














FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, yooh Incorporated March 27, 1820 





harter Perpetual e 

yong Re OtanG eines Sbieceleeeh CE eee $1,000 000 

<2 ROCs ea eC! 17,334,014 
Reserve and other Liabilities. .......... 12,744,105 
EOE OUI 6 5 cicns seule sec cciseeccevices BRO IDS 
Surplus to Policy Holders. ............. 5,589,909 
E. C. IRVIN, President. 

J. W. COCHRAN, Vice-President. 

JNO. B. MORTON, 2d Vice-President. 
M. G. GARRIGUES, Secretary and Treasurer. 


R. N. KELLY, JR., Ass: 


sstant Secretary. 











BALTIMORE LIFE INSURANCE COMPANY 


BALTIMORE, MD. 


WILLIAM O. MACGILL, President 


Agents desiring to 


connect themselves with a solid and progressive, yet 


conservative Life Insurance Company, can address S. D. Powell, Secretary, 


giving references. 


Industrial and Ordinary Life Insurance policies issued upon all attractive 


forms of policies. 














Desirable 


territory open for General 


Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionable 


references. 


Our Home Life Insurance: Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 








Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St, Louis, Mo. 











Technology of Fire Insurance 
AND GUIDE TO 


FIRE INSURANCE SURVEYING 


By John Howard-Blood 


A new, comprehensive English work of over 600 pages, treating 
in much detail and with numerous illustrations 


PLANS AND PLAN DRAWING FIRE DETECTION AND EXTINCTION 
REPORTS OF SURVEYS CHEMISTRY OF COMBUSTION 
BUILDING CONSTRUCTION VALUATION, APPRAISEMENT AND AS- 


ARTIFICIAL LIGHTING SESSING 
ARTIFICIAL HEATING AND DRYING TABLES, FORMULAE AND GENERAL 
ee AND TRANS- DATA 

MIS 


This work contains a vast fund of information, under many 
sub-divisions, concerning matters of 


PRACTICAL INTEREST TO UNDERWRITERS AND 
INSPECTORS 


Price, cloth binding, $9.50 per copy 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














THE MORAL HAZARD 
By William Vlachos 


The most menacing factor in fire insurance is bad 
moral hazard. It has been well said that 
‘‘The rate is based on the physical hazard; the 
moral hazard is insured without remuneration” 

In an absorbingly interesting booklet entitled ‘“The 
Moral Hazard,” William Vlachos, an insurance in- 
spector of long and varied experience, describes some 
of his most instructive inspections, each one of which 
illustrates pointedly a phase of moral hazard. js (4 


ANY ONE OF THESE STORIES MAYSAVE A LOSS. 
=a 
Special Agents, Inspectors, Adjusters, Underwriters and 
local Agents can read this book with 
PROFIT TO THEIR COMPANIES 


PRICE: In lots of 100 or more, $40 per 100. 


THE SPECTATOR COMPANY 
CHICAGO Selling Agents NEW YORK 
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LIFE INSURANCE 


Parties to insurance contract may agree 
that effective date shall be prior to execu- 
tion. Date specified in an antidated policy 
held “date of issue” within incontestability 


clause. ; 

The policy was applied for on September 2, 

1915, and was, in fact, executed on Septem- 
ber 7. The policy was antedated, however, on 
August 23, 1915, and was delivered to the in- 
sured September 13, 1915. The insured died on 
July 4, 1917. 
” The policy acknowledged the receipt of the 
frst premium as of August 23, 1915, and pro- 
vided that a like amount should be paid on each 
od day of August thereafter until the death 
of the insured. 

The policy contained a clause reading as 
follows : 

Incontestability—This policy shall be incon- 
testable except for nonpayment of premiums, 
provided two years shall have elapsed from its 
date of issue. 

Upon the first appeal from judgment in 
favor of the plaintiff the Court of Appeals re- 
versed the judgment on the ground of material 
misrepresentation of fact by the insured. Pend- 
ing the second trial the plaintiff amended its 
pleadings and alleged for the first time that 
this defense was barred under the terms of the 
policy, by the defendant’s failure to contest 
within two years. 

Upon the second trial the court held that the 
words “its date of issue” were to be construed 
as referring to the date upon the face of the 
policy. Upon appeal this construction was 
upheld. In case of ambiguity, that construction 
of the policy will be adopted which is most 
favorable to the insured. It is competent for 
the parties to agree that the effective date of 
the policy shall be prior to its actual execution 
or issue. Such agreement is valid and effective 
not only to govern the time for payment of 
premiums, but for all other purposes of the 
policy. As the first action taken by the insur- 
ance company to avail itself of the misrepre- 
sentations of the insured was on August 24, 
1917, this date was one day beyond the period 
of two years from the date specified on the face 
of the policy. The date named on the policy 
is controlling and not the actual date of issue. 
The language employed is that of the company 
and it must accept the consequences arising 
from its own lack of clearness. 

This conclusion is further supported by con- 
‘ideration of the exact words used which are 
“from its date of issue.” or, in other words, 
'rom the date of issue as specified in the policy. 

The insurance company also argued that when 
the insured died the risk had ended, and that 
thereafter the incontestability clause was not 
applicable; that the obligation of the company, 
then, was no longer one on insurance, but one 
of payment. The company claimed that only 
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in the event of death of the insured after 
two years did the obligation to pay become 
absolute. However, the incontestability clause 
is intended as much for the use of the bene- 
ficiary as for the benefit of the insured. 

“Some of the rights and obligations of the 
parties to a contract of insurance necessarily 
become fixed upon the death of the insured. 
The beneficiary has an interest in the contract, 
and as between the insurer and the beneficiary 
all the rights and obligations of the parties are 
not determined as of the date of the death of 
the insured. The incontestable clause in a 
policy of insurance inures to the benefit of the 
beneficiary after the death of the insured as 
much as it inures to the benefit of the insured 
himself during his lifetime. The rights of the 
parties under such an incontestable clause as the 
one contained in this contract do not become 
fixed at the date of the death of the insured.” 
Monahan v. Metropolitan Life Ins. Co., 283 
I1l. 136, 141, 119 N. E. 68, 70 (L. R. A. 1918D, 
1196). 

The court held as follows: “In order to 
give the clause the meaning which the petitioner 
ascribes to it, it would be necessary to supply 
words which it does not at present contain.” 
Judgment for plaintiff affirmed. Mutual Life 
Ins. Co. of New York vs. Hurni Packing Co., 
United States Supreme Court, 44 Supreme 
Court, Rep. 90. 

False statement as to rejection by other 
companies is material and avoids policy 
although made in good faith. 

The insured made application to the Re- 
liance 
$2,000 on the whole life nonparticipating plan, 
on which the premium would have been $54.06 
The company refused to issue this 


Insurance Company for a _ policy of 


per year. 
policy, but issued in the place thereof another 
and less valuable policy to the insured, upon 
which the premium was $105.08 per year. The 
refusal to issue the first policy was based on 
unfavorable reports received concerning the 
risk. The policy issued was delivered to and 
accepted by the insured on November 19, 1917. 
On the 23rd day of November, 1917, the in- 
sured applied to the defendant insurance com- 
pany for a straight life policy in the amount 
of $2,000, in which the annual premium was 
$67.84. The application was in writing, and 
contained printed questions and answers written 
in the application by the agent at the insured’s 
dictation. The policy was thereafter issued 
and delivered to the insured on December 5, 
and he gave his check in payment of the 
premium. 
Refore the 
received information which led it to ask for 
cancellation of the policy, and it refused to 
cash the check; when the second premium be- 


check was cashed the company 


came due the insured sent his draft, which the 
company likewise declined to accept. Shortly 
afterwards the insured died and the beneficiary 
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Deelelon 


| i ee By Joseph G. Beller of the New Yérk Bar 





brought suit on the policy to recover in full. 

The defense was based upon false statements 
made by the insured in his application, which 
were material to the risk. The question in the 
application was, “Have you ever applied to any 
life insurance company, order or association 
for insurance on your life without receiving 
exact kind and amount of insurance applied 
for? (If yes, give particulars)” and the in- 
sured answered no. 

Such a false statement is material to the risk 
under section 639 of the Kentucky statutes. 
The company would not have issued its pol- 
icy if it had known of such former rejection, 
and the false statement avoids the policy even 
though the answer was made in good faith and 
without purpose to deceive. Johnston vs. 
Metrapolitan Life Ins. Co. (Court of App. 
of Ky.), 254 S. W. Rep. 1046. 


AUTOMOBILE 


Where insured held automobile under a 
conditional sales contract known to insurer, 
insured has an insurable interest and may 
recover the face of the policy without deduc- 
tion of amount still owing on the purchase 
price of the automobile. 

This action was brought on an insurance pol- 
icy to recover the value of an automobile stolen 
from the plaintiff. The plaintiff had posses- 
sion of the car under a condttional bill of sale, 
title to remain in the seller until payment of 
the full consideration. The existence of the 
lien or interest of the seller was expressly stated 
in the insurance policy. “Lien known to Home 
Insurance Company.” The amount still owing 
the seller was represented by outstanding notes, 
and as between the parties, it was conceded 
that the theft of the car furnished no defense 
to these outstanding notes. 

Held upon the evidence that the plaintiff had 
an insurable interest which was. not limited to 
the cash paid so far on the car. Plaintiff is 
also entitled to recover to the amount of his 
outstanding liability represented here by notes, 
as well as for moneys actually expended. The 
plaintiff is entitled to recover the whole amount 
of his loss, not exceeding amount of insur- 
ance, regardless of the nature and extent of 
his peculiar interest in the property. Judgment 
and order appealed from should be affirmed. 

Vighotti v. Home Insurance Co. (206 N. Y. 
App. Div. 308), Supreme Court, Second De- 
partment. 

Insured is not relieved of responsibility 
for false statements written in policy by in- 
surer’s agent when he did not act in good 
faith and good faith is negatived by his fail- 
ure to call attention to the false statements 
when they appeared in the body of the 
policy. Burden is on the insured to establish 
innocent intent in making false statements. 

The plaintiff’s version of the transaction is 
that he signed a blank application and that the 








THE SPECTATOR 


Thursday 


= == 











Public Accountant Actuarial 





Actuarial 








ee 








i = 


HARRY C. LANDWEHR |. PAUL L. WOOLSTON 








CERTIFIED PUBLIC ACCOUNTANT ‘ INSURANCE EXAMINER, 
Insurance a Specialty ACTUARY AND ACCOUNTANT 
75 Maiden Lane New York City MAJESTIC BLDG., DENVER, coL. | 


Telephone Beekman 3461 j 














JAMES H. WASHBURN, F.A.I.A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes, 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY NEW YORK CITY 

















FRANK J. HAIGHT 


; CONSULTING 
Prominent Agents and Brokers ACTUARY 


Hume Mansur Bldg. Indianapolis, Ind. 











GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 





25 FRANKFORT ST. NEW YORK 





Hubbell Building Des Moines, lowa. 





LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile-Hartford § National-Hartford Casualty Co. 


American Equiable PhisdephiaUnde-TndemaityComveay | | JULIAN C. HARVEY, F.A.I.A. 


British-Amer. As- wri of America ee 











em _ Stuyvesant Automobile Insurance 
Seceraees Underwriters BROKERS’ LINES SOLICITED CONSULTING | 
ACTUARY 





| 
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CHEMICAL BUILDING’ ST. LOUIS, MO. 








oe 


T. J. McCOMB | 
CONSULTING ACTUARY | 


Colcord Bldg.,. OKLAHOMA CITY, OKLA, | 


f 
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3 Cedar St. JNO. A. COPELAND 


Consulting Actuary 


JAS. R. COTHRAN 


Associate Actuary 





F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHI, 





322 HURT BLDG. ATLANTA, GA. 

















Actuarial 
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FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. 8. 


are 


ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 


Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 





CONSULTING ACTUARY 
EDWARD B. FACKLER, P. A. 8. 


WILLIAM BREIBY, PF. A. S. National City Bank Bidg., WACO, TEXAS 





oT 





CONSULTING ACTUARIES tL a! 
50 BROAD STREET NEW YORK 














MILES FREDERIC S. WITHINGTON, F. A. I. A. 
ile incest alae CONSULTING ACTUARY 
CONSULTING 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 





ACTU ARI ES Insurance Exchange Bldg., Suite,948-949 





DES MOINES, IOWA 





National Association Bldg., 36 W. 44th St. 
NEW YORK 




















L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 




















Consulting Engineers 











Joseph H. Wertuend 3 2 gn Fondiller A Policy Saved is a Policy Made 
arwo . Ryan 
THE OTIS HANN COMPANY, Inc. 
a — yn - — “Life Insurance Service” ° 
sie and Foes 10 So. La Salle St. Chicago, Ill. 
all Branches of Insurance. ‘ > . tan)? 
43 Cedar Street, New York ‘20 Years’ Experience Backs Our Service 
DONALD F. CAMPBELL W. H. GOULD 
CONSULTING ACTUARY ACTUARY & EXAMINER 
343 So. Dearborn St., Room 1100 CHICAGO S Y S T E M R E Vv I S I O N 
Telephone, Harrison, 3384 75 FULTON ie ee ST. 

















FREDERICK A. WALDRON 
CONSULTING ENGINEER 
Designer of 


HOME OFFICE BUILDINGS 
Full Architectural and Engineering 
Services Available 

37 WALL ST. Tel. HANOVER 6718 NEW YORK CITY. 
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Statisticians 











STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tomcter operators on short notice. 


FENWAY COMPANY, INC. 


Whitehall 20 Vesey Street 
7796 New York 




















Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 














appellant's agent without his knowledge filled 
in the false statements which were (1) that 
the automobile had not been in a wreck prior 
to the application, (2) that another company 
had not canceled or refused insurance on the 
automobile, (3) that there was no encumbrance 
on the automobile, except as stated. 

These false statements were preceded by the 
express provision that the assured makes and 
warrants to be true each of said statements. 

Defendant claimed that he had not read his 
policy. However, it was the duty of the plain- 
tiff to read his policy, and in this case the 
policy contained the instruction “Read Your 
Policy.” 

The assured is not relieved from the effect 
of these false statements if he did not act in 
good faith—and good faith is negatived here by 
the insured’s failure to call attention to the 
falsities when they appeared in the body of 
the policy. Here the statements were made 
with knowledge of their untruth and the burden 
is on the assured to prove innocent intent. This 
he cannot do by merely remaining silent. Judg- 
ment for the plaintiff reversed. 

Hayes vs. Automobile Ins. Exch. (Supreme 
Court of Wash.), 218 Pac. Rep. 252. 


Examining Underwriters to Meet 

The examining Underwriters Association of 
New York will hold a dinner meeting at 6 
oclock, Tuesday evening, January 13, at Miller’s 
Restaurant, 113 Nassau street. The speaker 
will be David Goliet, credit manager of the 
Einstein, Wolff Company and lecturer on 
credits at New York University. 





PERSONAL ITEMS 





A. M. Johnson, president, and C. H. Boyer, 
vice-president and general manager U. S. Na- 
tional Life and Casualty Company, left Chi- 
cago Tuesday night for an Eastern trip, hold- 
ing agency meetings and banquets at Pitts- 
burgh, Baltimore, Atlantic City, ending up at 
Newark, N. J., Saturday evening. All com- 
pany representatives in Pennsylvania, Maryland, 
Delaware and New Jersey will meet the com- 
pany officials at one of these points. 

Darwin P. Kingsley, president of the New 
York Life, has had many honors paid him dur- 
ing his long connection with the great institu- 
tion of insurance, but it is probable that the 
reception tendered him on New Year’s Eve by 
the Nylic Loyal Legion will remain uppermost 
in his memory. The occasion was Mr. Kings- 
ley’s thirty-ffth anniversary of his service with 
the New York Life, and the meeting, which was 
held in the home office at 320 Broadway, New 
York city, was attended by the eighty-two mem- 
bers of the Nylic Loyal Legion, all of whom 
have been with the company for thirty-five 
years, by representatives of the Womens Club 
and the Goodfellowship Club, and by many 
officials and friends. The 2000 or so employees 
of the company then filed into the office of 
President Kingsley, where he greeted each per- 
sonally. The employees presented their chief 
with an elaborate radio set as a token of 
esteem, Vice-President Thomas A. Buckner 
making appropriate remarks to signalize the 
event. President Kingsley well deserved the 
recognition given him, and it was eminently 
fitting that this recognition should come from 
those among whom ne has labored and whose 
troubles he has, in a large measure, shared 
for the advancement of the New York Life 
Insurance Company and for the good of life 
insurance policyholders throughout the country. 

Manager F. J. McCaslin of the Kansas City, 
Mo., branch of the Missouri State Life In- 
surance Company has lined up a crack basket- 
ball team from among his agents and has 
hurled defiance at all independent outfits in the 
Kaw City. Glen Wright, former Kansas City 
shortstop, who will play baseball with the Pitts- 
burgh Pirates next year, is on the team. Other 
players are: Bruts Hamilson, “Bob” Van Horn, 
limmie Burke, Leo Murphy, and Walter Wil- 
iams, all former University of Missouri stars. 

A. L. Hardy of St. Louis, former Superin- 
tendent of Insurance for Missouri, has been 
elected president of the Southeast Missouri 
Trust Company at Cape Girardeau, Mo. The 
trust company is the largest financial institu- 
tion in that district. Mr. Hardy succeeds FE. J. 
Deal, who has been made chairman of the 
board of directors. He is also treasurer of the 
International Life Insurance Company of St. 
Louis. and president of the Stoddard Trust 
Company of Bloomfield, Mo. He has other 
large financial interests. 

Mrs. Roy L. Bailey of Osage, Towa, has 
watched her husband score a remarkable suc- 
ress as a salesman for the Bankers Life Com- 
pany of Des Moines. While she watched, she 
become so enthusiastic that she decided to sell 
life insurance herself, and from the very first 
has been writing applications at the rate of two 
or three every week. After her husband had 
watched her success, they hoth decided to work 
together. While working in double harness re- 
‘ently they worked two days, during which 
they visited twelve country school teachers and 
sold a $1000 twenty-year endowment to each 
teacher. These twelve teachers were all in two 
townships and comprise the total of all the 
school teachers in those two districts. It was 
a 100 per cent record on country school teachers 
for the team of Bailey & Bailey. 
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RARE OLD BOOKS AVAILABLE FOR 
LIBRARIES 


Insurance Men and Companies Can 
Secure Sets of Important Annual 
Publications 


As a result of checking up recently various publi- 
cations on hand for sale, The Spectator Company is 
now able to announce that it has sets of annual pub- 
lications named below, either complete or nearly so. 
Insurance companies and individuals desiring to per 
fect libraries or those who wish to establish insurance 
libraries would do well to avail of this opportunity to 
secure sets of the valuable reference publications de- 
scribed below: 


Tue Insurance YEAR Book 

A set of the Insurance Year Book, comprising the 
editions from 1877 to 1923, inclusive, except the vol- 
umes for 1878 and 1883, and embracing seventy-nine 
volumes in all, may be purchased for $800. In the 
years 1877 to 1890, inclusive, all classes of insurance 
were embraced in one volume; from 1891 to 1922, in- 
clusive, there were two volumes for each year, and 
in 1923 the Year Book was printed in three volumes. 
one devoted to life insurance, one to fire and marine 
insurance and one to casualty, surety and miscellane- 
ous insurance. We also have in stock a less com- 
plete set of the Year Books, and also some surplus 


volumes for odd years. 


Tue Hanpy GuipeE To Premium Rates, APPLICATIONS 
AND PorictES OF AMERICAN LIFE CoMPANIES 
A complete set of the annual issues of the Handy 

Guide from 1891 to 1928, inclusive—thirty-three 

volumes in all—may be obtained for $150. There 

is also in stock another not quite complete set and 
some surplus volumes for various years. 


CompeNnpIUM oF OrricraL Lire InsuRANCE Reports 

A set of the Compendium, including volumes from 
1893 to 1928, inclusive, except those for the years 
1900, 1902 and 1920, embracing twenty-eight volumes, 
may be purchased for $135. There are also on hand 


some odd volumes for various years. 


Tire Hanpy CwHart oF CAsuaLtTy, SURETY AND 
MISCELLANEOUS INSURANCE COMPANIES 
A set embracing issues of the Handy Chart for the 
years 1894 to 19238, inclusive, except for 1901 and 
1904, may be obtained at $30; and there are also some 
surplus copies on hand for various years. 


Tue Fire Insurance Pocket INDEx 
Copies of the Fire Insurance Pocket Index for 
the years 1880 to 1923, inclusive, except for the fol 
lowing years: 1883, 1884, 1885, 1886, 1895, 1897, 
1900, 1902, 1904, 1908, 1910, 1911, 1912, 1915 and 
1919, may be secured, and there are also some sur 
plus single copies for various back years. 


Tue Pocket ReGtsterR oF ACCIDENT INSURANCE 

Issues for the years 1891 to 1923, inclusive, ex 
cept for the years 1908, 1904, 1905 and 1908, are ob 
tainable at $32; and there are also available odd copies 
for various years. 


Tue Pocket REGISTER OF LIFE ASSOCIATIONS 


A set of the above-named charts from 1886 to 1923, 
inclusive, except for the years 1892, 1893, 1895, 1896, 
1897, 1898, 1899 and 1900, can be procured, and also 
single copies for various years during the period 
named, 


THE Lire INSURANCE POLICYHOLDERS’ POCKET 
INDEX 

A set of the above-named publication for the years 
1883 to 1923, inclusive, except for 1886, 1895, 190! 
to 1908, inclusive, 1910 and 1919, may be purchased 
at $50, as well as single copies for some of the years 
embraced in the period. 

Sets of other important insurance works can le 
supplied on application. 


Vest Pocket Lire AGEN’S’ ""'FEF 





Of the above publication, complet ts for the 
years 1910 to 1923, inclusive, may he porchased at 
$25 per set, and there are also single copies 


for some of the years named. 
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WANTED 


Managers for These Important Districts 
KANSAS, EASTERN MISSOURI 


Guaranteed low cost policies. As good as we can make them. 


Any one of the above is an absolutely first class opportunity. 
Tf your record is clean and you can furnish evidence of your 
Ability as a Personal Producer, your application will be con- 


sidered. 
Address S. W. GOSS, Vice-President 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 
The Rookery, Chicago 





HOME LIFE INSURANCE COMPANY 


New York 
ETHELBERT IDE LOW, President 


The 63rd Annual Report shows: 










Premiums received during the year 1922. ..........ccccccee $7,369,835 
Payments to Policyholders and their beneficiaries in Death 
Claims, Endowments, Dividends, Etc............ccceeee 5,400,769 
Amount added to the Insurance Reserve Funds............. 2,206,762 
Net Interest Income from Investment.............cceeeee0e 2,110,922 
($722,352 in excess of the amount required to maintain the 
reserve) 
Actual mortality experience 52.87% of the amount expected. 
BEBUGMTICE AID ROECE 6.5 6:16:5'5:0:018'0.0/0;0:610 asiois 6 isin. slestine.4 sieleeieines $232,163,052 
SURAT CAN OOD 5.5 -6:6:5:0'5 cee) scoia'eio ioc we lae ee eee eae oe een 46,253,715 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
56 BROADWAY NEW YORK 











INTERNATIONAL LIFE OF ST. LOUIS 
SHARES PROFITS 
WITH ITS AGENCY ORGANIZATION 


That spells a whole volume in a connection with a 
company broadly known for establishing new world 
records for growth and prosperity. Just write the 
home office for a bill of particulars about the Inter- 
national Life plan for distributing among its leading 
agents a share of the profits, based on the high char- 
acter and persistence of insurance written—that is, 
send your inquiry if you write business of high char- 
acter and persistence. The International Life profit 
sharing plan is now reinforced by two years of prac- 
tical and successful demonstration. It isan exclusive 
International Life feature and as such modern and 
all that it ought to be. 


INTERNATIONAL LIFE INS. CO. 
ST. LOUIS MO. 


“A World of Strength”’ 

















Stability with Fraternity 


The Fraternal Aid Union 


A Fraternal Beneficiary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 








Assets of Six Million Dollars 
Operating in Thirty-eight States 





SOMETHING DIFFERENT 





If Interested, address 


V. A. YOUNG, Supreme President 
LAWRENCE, KANSAS 








Low Rates—High Profits 


explain why The Great-West Life Assurance Company is the 
greatest financial institution in Western Canada. $50,000,- 
000 of the finest assets on earth are behind every dollar en- 
trusted to its care. 


The Great-West Life Assurance Company 
HEAD OFFICE—WINNIPEG 





































EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 
CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 

ORGANIZED OCTOBER 1, 1892 e 

Largest Fraternal Benefit Society for Women in the World | 


A ‘‘Millionaire’’ Fraternal Benefit Society 
The Rates are Adequate 
The Membership is over 251,000 
The Reserve Fund is over $17,000,000 
Its Business Standing is of the Best 
Gives Safe Protection toWomen and the Children of its Members 
Cares for its Needy Sick 
W. B. A. Health Centers in Every City 
Summer Camps and Clubs for Girls 
Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 
Write for information to 


MISS FRANCES D. PARTRIDGE ; 
Supreme Record Keeper, Port Huron, Mich, 














MISS BINA M. WEST 
Supreme Commander, Port Huron, Mich. 





pr et 


” GRAND RAPIDS LABEL CO. 
| GRAND RAPIDS, 
;. MICH. 
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SHOWING ELABORATE DISPLAY , 






















MIDLAND LIFE INSURANCE COMPANY: 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 


THE COMPANY. nost . 
Fr and influential business men in Kansas City. 


THE MANAGEMENT. Practical insurance men of long experience 


and conspicuous success. 


MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, Jr.,President JOHN M. SMULLIN, Secretary 





THE TERRITORY. 












